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..to all mankind, daily and in many ways, Republic brings 
profit through its achievements in new and improved alloy 
and carbon steels, perfected stainless and heat-resisting 
steels, mechanically perfect electric weld pipe, heat-treated 
alloy steel casing and other standard and special steels 
and steel products of unfailing uniform high quality. Soon 
for all industry, Republic will widen further the doorway — 
to profit by placing in operation the largest, fastest and 

~ most modern hot and cold continuous strip mill in the world. 


Seid 


When writing Republic Steel Corp. (or Steel and Tube, Inc.) for further information, please address department EP 
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Established 1916 as “The Purchasing Agent” 
Consolidated with “The Executive Purchaser” 
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PURCHASING is an independent journal, not the official organ of any association. It is the onl) 
publication of national scope devoted exclusively to the interests and problems of the purchasing 
executive in industry and government. 
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TLESS ROA 


Story of another Goodrich development in rubber 


LL pavement is in constant motion, 
d expanding with heat, contracting 
with cold. One mile of concrete, for 
example, is two to three feet longer in 
summer than in winter. Where does 
that three feet go? Without some pro- 
vision, the pavement would buckle and 
destroy itself, so concrete roads are laid 
in sections of 60 or 90 feet, with space 
between to allow for expansion, and 
the space filled with asphalt. 


But, when the pavement expands, 
some of this asphalt is forced out, and 
you have annoying bumps. So highway 
departments send out crews to trim off 
the overflowed material. In the fall, 
as the pavement contracts with cold 
and the spaces widen, they have to be 
filled again, or else dirt and ice would 
get in between the road sections and 


(Another story of Goodrich development work appear 


eventually cause them to buckle. Ma 
terials which do not flow have been 
tried, but these would not fill the joints 
when the pavement contracted. 

Goodrich believed there must be 
some better way. Goodrich discoveries 
in compounding had resulted in a rub- 
ber which withstands constant com- 
pression without losing its life, will flex 
indefinitely, will resist heat and cold, 
sunlight, air and water. This new rub- 
ber had been used to improve the qual- 
ity of transmission and conveyor belts, 
hose and packing of many kinds—why 
couldn’t it be applied to roads? 

A rubber strip was finally developed 
and has now passed all tests by 2 years 
in use. It is simply pressed into the top 
of the space between pavement sec 
tions. When the pavement expands, 


the rubber strip expands downward 
because of its design, and you have no 
annoying bump in the road. When 
the pavement contracts, the rubber re- 
turns to its original shape—a snug fit. 

Whereas the old method cost $250 a 
mile a year to maintain, the Goodrich 
expansion joint costs nothing to main- 
tain and the original cost is about the 
same. Motorists will be saved from 
those annoying bumps, roads will last 
longer, and governments will save mil- 
lions a year now spent in needless main- 
tenance. The B. F. Goodrich Com- 
pany, Mechanical Rubber Goods Div., 
Akron, Ohio. 


Goodrich 
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DO YOU WANT 
THE RIGHT ANSWER 


 ? 


PICK UP your telephone 


and ask for Long Distance. 





The whole world of busi- 
ness is at the other end. In 
approximately a minute 
and a half (average) you 
can talk to any one any- 
where in the country. 

The accelerating pace of 
business makes minutes 
more valuable, puts a pre- 
mium on quick, correct 
information. Will the buyer 
be in when you reach Chi- 
cago? Can the factory fill 
from stock or start produc- 
tion? When will the ship- 
ment arrive? 

Get the facts, discuss de- 
tails, make decisions, and 
be free for other 
affairs. It pays. 

Try it! 
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TELEPHONE—Zo Save days and dollaws 
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utility value to purchasing agents. 








Yours on Eequest 


Purchasing agents will find it well worth their while to read the publications 
reviewed on this and the following pages. 
to us, they have been selected by the editors as having greatest interest and 


To obtain copies, simply fill in and mail coupon at the bottom of this page. 


From among the many submitted 














1 63 Extremely useful to buyers and prospective buyers 

« of anodes isa 12-page, 8'/,” x 11”, booklet on ‘‘Con- 
trolled Grain Anodes’’ prepared by the Seymour Mfg. Co. The 
attributes of a ‘‘good”’ anode are described in the opening page, 
followed by analyses of four types of nickel anodes which are in 
widest use. To meet special needs, other anodes of nickel, 
copper, brass, bronze and zinc may be had in any desired shape. 
Various available shapes are shown, supplemented by useful 
data, tested solutions, advice on how to overcome common anode 
problems and how to order anodes. 


l 79 The 212-page, 5” x 83/,”, Stock List and Refer- 

«» ence Book issued by Scully Steel Products Co. 
provides a thorough description of over fifty types of steel prod- 
ucts that are available at a moment’s notice from eight ware- 
houses. The book is conveniently thumb-indexed and contains 
S.A.E. specifications and numbering system, color code and 
tables of allowable concentric and uniform loads. 


l 87 An attractive new catalog published by Lyon 
« Metal Products depicts a wide range of steel boxes 
for every manufacturing and storage use—shelf boxes for the 
storage of small parts; shop and tote boxes for transportation of 
work in boxes; nesting boxes; and suggestions for the use of 
special steel containers designed for use with specific production 
systems. Also included is brief descriptive matter on steel 
shelving, lockers, shop equipment and tool storage equipment. 


204 “Guide to Better Packing and Shipping Methods” 
= is the apt title of Signode Steel Strapping Co.’s 
Catalog No. 17. Condensed in its 40 pages are descriptions of 
many types of shipping and packing methods, as well as of 
equipment designed to execute these methods with maximum 
efficiency, protection and economy. The catalog points the 
way to lower freight bills, faster and safer packing, reduction of 
damage, elimination of pilfering, reduced container costs, greater 
customer satisfaction. 


205 A new folder featuring its alloy steels has been 
» issued by Bliss & Laughlin, Inc. Particularly 
useful is a table listing the more popular grades of alloy steels 
used for the fabrication of machine parts and other products 
employed in various types of equipment, with their S.A.E. grade, 
approximate machine rating and approximate turning speed. 
For unusual problems, special alloy steels are developed to meet 
individual requirements. 


209 A new book of specimens and samples of rag content 
«» onion skin papers has been issued by the Esleeck 
Mfg. Co. A variety of colors, weights and finishes in two grades 
are available for such purposes as records, forms, thin letterheads, 
copies, advertising literature, etc. Features claimed for these 
papers include strength for erasing and excessive handling, per- 
manency, saving in typing and mailing expense as well as in 
filing space. 
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2, l 7 A handy, 32-page, ‘“‘Manual of Metal-Cutting 

« Information’ has been published by W. O. Barnes 
Co., Inc. A variety of subjects are covered including: correct 
use of hand operated hack saws, highlights in power hack saw 
operation, causes of common difficulties, how to get best produc- 
tion from band saws, how to adjust band saws. This informa- 
tion is supplemented by tables of recommended teeth and speeds, 


dimensions of hack saw blades, etc. 
2 1 8 448 pages in Brown & Sharpe’s, 4°/,” x 65/3”, Small 
s Tool Catalog No. 32 provide as complete a presen- 
tation of small tool data, specifications and pictures as we have 
ever seen. This comprehensive catalog is divided into five sec- 
tions: machinists’ tools; cutters and hobs; arbors, collets and 
adapters; screw machine tools; miscellaneousequipment and tables. 
383 pages are required to present the complete L. S. 
229. Starrett Co. line of precision tools in Revised Cata- 
log No. 25MF. The scope of this catalog is too great to permit 
detailed description here, but an idea of its contents can be 
gleaned from the fact that 72 major classifications of tools are 
shown, with numerous types under a number of these classifica- 
tions, which include calipers, micrometers, rules, gauges, tapes, 
hack saws, protractors, vises, wrenches, clamps, levels, squares, 


etc 

How to save money on intra-plant and industrial 
230. hauling and to lower costs and speed up plant opera- 
tions by using the proper rubber-tired wheels on material han- 
dling equipment is told in the B. F. Goodrich Co.’s new 30-page 
Industrial Tire Handbook. Of particular interest to purchasing 
agents are descriptions of tests showing how rubber-tired equip- 
ment can reduce abrasive wear on floors, and charts explaining 


why rubber tires require less power. 

1 A new line of tubular steel stands for typewriters 
23 « and other business machines is pictured in Catalog 
No. 835 of the Sherman-Manson Mfg. Co. A stand for virtually 
every type of business machine, as well as for heavy books such 
as ledgers and directories, is represented, along with a line of 


general utility stools for filing and other purposes. 
An interesting pamphlet entitled ‘‘Make That Dead- 
« line’’ has been issued by Railway Express Agency 
defining rates applying to the shipment of various classes of 
printed and advertising matter, including catalogs, merchandise 


samples, display material, circulars, calendars, signs, etc. 
2.33 “Hand Book of Office Filing Supplies and Equip- 
=» ment’’isahandsome 64-page,8'/2” x 11”, publication 
available from the Weis Mfg. Co. Prefaced by pages devoted to 
advice on keeping records and filing and basic methods of index- 
ing, it accompanies each item illustrated with a clear-cut descrip- 
tion of physical characteristics and specifications. Among the 
items shown are index cards; filing folders; vertical guides; 
card index cabinets and drawers; desk trays; storage cases; 
transfer files; box letter files; sectional bookcases, etc. 
2, The Bussman Mfg. Co.’s unusual booklet, ‘‘Fuses 
34. Made to Protect. . .Not to Blow,”’ attacks the out- 
moded theory that shutdowns caused by the opening of electrical 
protective devices are a necessary operating function. How this 
needless shutdown cost can be stopped is explained by facts, 
charts and pictures which provide buyers with a sane measure 
to judge fuses and fuse prices 


2, As indicated by its title, ‘‘How to Pile Corrugated 
35. Shipping Boxes’’ tells how and how not to pile ship- 
ping boxes. No. 3 in the Hinde & Dauch Paper Co.’s series 0! 
packaging handbooks, it explains how extra protection and ad- 
vertising value result from proper piling of boxes in storage and 


transit. 
236 A convenient source of information on switching 
« apparatus in most frequent use is provided by 
Modern Switchgear,’ an 18-page, 8'/2” x 11”, General Electric 
Co. catalog covering 137 switchgear products. With the illus- 
tration of each product is a concise description of its application, 
ratings and important features. 
(Additional listings on page 6) 
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| Phone call brings “SCULLY SERVICE” 


... saves loss on Perishable Goods 








5 ; he d k _—s Garage man finds that he 
I vate Saturday afternoon, the driver of a truck carrying a load o a aieele ai Cees um geinberon 


* melons stops just six miles south of Pittsburgh when he notices the body so the truck can 
peculiar action on the part of his truck. Investigation shows that the proceed on its way with the 


body frame has sagged so as to make further progress impossible. ' perishable goods. He calls th 
Scully Pittsburgh Warehouse. 


trial 
era- 
han- 
age 
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uip- 
ning 
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Saturday afternoon, but 
3. quick phone calls soon put 4 On its way the same night! Thanks to Scully service and quick work 
Scully men on the job. In no 
time at all, the beam is cut and 
delivered to the garage. 


juip- 
ation 
ed to 
idex- 
crip- 
r the 
ides; 


ases, 


* at the garage, the truck moves on to its destination only a few hours 
after the breakdown occurred 


“uses MALL orders—large orders—rush or not, they all get Scully Service. Call 
out- Scully in emergencies and for your regular requirements, too. Every one 
— of the eight Scully warehouses carries a big stock of steel, steel products, 
Sore copper and brass. 

asure Next time try Scully. Phone, wire or write the nearest Scully warehouse. 


Send for a free copy of our handy, complete Stock List and Reference Book. 


gated Remember: Scully Service is your insurance against delay. 


ship- 
ies Ol 


— SCULLY STEEL PRODUCTS COMPANY 


” Distributors of Steel, Steel Products, Copper and Brass 

*hing = 

a (pa CHICAGO + NEWARK, N.J. + ST. LOUIS +* BOSTON © ST. PAUL 
ectric fe \ OY, CLEVELAND + PITTSBURGH BALTIMORE 
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utility value to purchasing agents. 








Yours on Kequest 


Purchasing agents will find it well worth their while to read the publications 
reviewed on this and the following pages. 
to us, they have been selected by the editors as having greatest interest and 


To obtain copies, simply fill in and mail coupon at the bottom of this page. 





From among the many submitted 








‘How Standard’s Direct Process Lowers Copy 
237. Costs’ explains the principle of the Standard Mail 
ing Machines Co.’s new fluid duplicator, its method of operation, 
advantages and applications. For short run reproductions of 
up to 200 copies, this machine can effect worth-while economies 
Examples of the type of material for which it is particularly ap 
propriate are order and invoice forms, bulletins, follow-ups, 
work tickets, engineering sketches, price lists, special reports, 
charts, etc 


The dramatic story of Man’s struggle to control heat 
238. is recounted in a 48-page, 6” x 9”, booklet published 
by Johns-Manville and entitled ‘‘Heat.’’ The effective utiliza 
tion of insulations to conserve heat in various industries comprises 
the second half of this booklet, following a historical account of 
scientific discoveries which have aided mankind to utilize heat 
to best advantage 


239 Latest engineering data and information on its line 
« of water cooling towers and industrial spray nozzles 
is presented by the Binks Mfg. Co. in a new complete catalog 
which includes Bulletin 190 on induced draft spray cooling tow 
ers, Bulletin 170 on forced draft cooling towers, Bulletin 160 on 
atmospheric spray cooling towers and Bulletin 150 on spray 
nozzles for water cooling, air washing, air conditioning, etc. 


A new Bemis & Call folder features six wrenches 
« which cover a wide range of industrial uses. The 
models illustrated are knife-handle, steel-handle, adjustabl 


“S” Nut, combination pipe and nut, steel-handle monkey, 
and monkey 


l As an example of its etched and lithographed line 
« of signs, name plates, dials and novelties, Anderson 
& Sons is offering free 6” metal rules with table of decimal equiva 


lents on the reverse side. Rules are available in both gold and 
silver finishes 


2 2 Purchasing agents who have been using L. & C 
4 « Mayers Co.’s Wholesale Catalog will welcome the 
26th Annual Edition just published. This handsome new 385 
page book illustrates a vast array of new merchandise suitable 
for Christmas gifts for customers and employees, as well as for 
all-year-round needs such as sales and sport prizes, special com 
pany awards and presentations, general personnel requirements, 
etc. Diamonds, watches, jewelry, silverware, electric household 
appliances, clocks, leather goods, luggage, radios, glassware, 
smokers’ articles, lamps and trophies are included among the host 
of articles shown. 


3 A 22-page booklet outlining the properties and ap 
24 « Plications of ‘‘Mo-Max”’ molybdenum-tungsten 
high speed steels has been printed by the Cleveland Twist Drill 
Co. First introduced in 1932 the use of ‘‘Mo-Max’’ has in 
creased steadily and rapidly for articles such as drills, milling 
cutters, broaches, dies, planer tools, reamers, lathe tools and tool 
bits, hobs, circular saws, counterbores, forming tools, lathe chas 
ers, etc 
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244 L. H. Gilmer Co.’s Revised V-Belt Catalog lis 
e standard sizes and prices for multiple belt and frag 
tional horsepower use, also tables of standard drives for vario 
ratios, and engineering data for designing special drives 
ticularly interesting to ‘‘P.A’s’”’ are sections explaining the V-t 
principle, proper installation, etc 


245 Striking the keynote of ‘‘Modernization”’ in busines 
« letterheads and forms, the Howard Paper Co. h 
issued a new folder inviting paper buyers to compare, tear an 
test Howard Bond, which is available in 14 colors and a variet 
of finishes with envelopes to match. Outstanding is the hand 
made style finish, sample of which accompanies the folder 


2, 6 Appropriately named “‘Slencil’’ is a new flat 
4 » shaped mechanical pencil described in a pamphle 
prepared by Rivet-O Mfg. Co. The unique shape prevents roll- 


ing off desk. ‘‘Slencil’’ has excellent possibilities as a sales prize 
and as a gift to customers and executives 


4 Buyers of springs are invited to be represented on 
2, /. the mailing list of “‘The Mainspring,’’ regularly 
issued house organ of The Wallace Barnes Co. Photographs 


cartoons and charts enliven the interesting material presented in 
this publication 


248 Modern Refractory Practice,”’ priced at $2.50 but 
s offered without charge to users of refractories, is a 
296-page, handsomely bound volume covering every phase of the 
subject of industrial furnace refractories. 52 illustrations and 
97 charts and tables augment the text, which includes an entir 
chapter devoted to the selection, care and use of refractories 
basic technical data on composition, structure and properties o! 
refractories, ete. 16 full-page drawings show in detail the stand 
ard types of refractories used in furnaces at every point 


249 Every dollar you spend for lighting is divided as 
« follows: Current 90%—Lamps 10%, according t 

They Stay Brighter Longer,’ informative new booklet issued 
by the General Electric Co. With an abundance of illustrations 
and limited but pointed text, this booklet portrays the construc 
tion of lamps and tells what to look for when buying lamps 
One of the numerous features of this publication is a list of de 
fects for which mazda lamps are inspected. 


250 The Manhattan Rubber Mfg. Division has issued 
« anew illustrated bulletin describing the reason fo: 
compensating rubber belts, the compensated principle and the 


advantages of this type of belt. Data essential to the proper 
selection, application and supervision of belts is included. unit 


25 l Thousands of suggestions for Christmas gifts, sales har« 


prizes, premiums, birthday and anniversary gilts, 
sports awards, etc., appear in the new and larger Yeblon & Co gall 
1938 Wholesale Catalog. Featuring a complete line of diamond 
merchandise, this distinguished catalog also shows watches, §COFPr] 
jewelry, clocks, silverware, leather goods, electric appliances 
trophies, et 


252 Facilities for the design and production of special 
» and standard hydraulic presses for all purposes cha 
are described in the Lake Erie Engineering Corp.’s Bulletins 137 


and 337 use 


253 In addition to mail, parcel post and express scales 
« of various types, an extensive line of automatic and 
beam scales for countless industrial applications is illustrated 
and described in the Triner Sales Co.’s complete catalog. Custom 
built models and dials to meet particular requirements are avail 
able, as are standard models for every need imaginable 


254 [he Nekoosa-Edwards Paper Co.’s ‘‘Source Book 
« of Bond Paper Ideas”’ contains, in addition to actual 
bond paper specimens, valuable suggestions for planning letter- 
heads and forms and for the more effective use of letters. Bound 


in spiral plastic, the book is printed on twelve different colors 
of paper 
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300 Ib. 


200 Ib. SP —Fig. 73-P 


Bronze ‘“‘Renewo" 


150 Ib. SP—Fig. 1021-P 






H rv) i & — 
2 ; MEIME 
Fig. 16-P ‘ :-! — Senoon 
> , 0-P 7 r 
Bronze “‘Renewo*' 300 Ib. SE Fig. 1¢ FERRENEN 
Screwed Yoke 


Bronze ‘‘Renewo 


150 Ib. SP Fig. 1857-P 


All-lron ‘‘Ferrenewo” 


., e Line for Specific Pressure Co 
p Nditj, 


The greater area of the full plug 
width seating surface combined 


with the fine wearing properties 
of “NS5” Alloy retards wire 









“NS5"" Alloy 
Plug Type 
Seat and Dis« 


drawing and promotes longer 


service life. 


“NS5” Alloy seating material is of 
uniformly great hardness and retains its 
hardness at high temperatures; it will not 
gall or seize, and is highly resistant to 
corrosion. 


An added economy feature is the inter- 











changeability of seats and discs, whereby 
users of Lunkenheimer regular “Ferrenewo” 


and “Renewo” Valves, can convert then 
into plug type by simply changing the 
seats and discs. 


Place a few of these valves in servic« 
in your plant and let them prove them 
selves under actual operating conditions 
Your Lunkenheimer distributor carries 
them in stock. 


THE LUNKENHEIMERCS 


——= “QUALITY = 


CINCINNAT 


NEW YO 
BOSTON 


PORT DEPT, 318-322 HUDSON ST 


1, OHIO. U.S.A. 


PHILADELPHIA 


NEW YORK 


Buy QUALITY-Biny LUNKENHEIMER 
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Every emplover of people is an 
emplover of eves. 


Industrial eyes especially need more 
light these days to see close manu- 
facturing limits and measurements 
which are so increasingly important. 
One way to give them all the light 
you pay for is to insist on using 
Edison Mazpa lamps the kind 
that Stay Brighter Longer and pro- 
vide the maximum amount of light 
for the current consumed. 

Few people realize what a vast dif- 
ference in quality there is between 








Ligh ee tive Cell 





THE G-E LIGHT METER mea- 
sures lighting. It tells whether 
employees are getting light for 
easy seeing, and is helpful in 
checking from time to time on 
whether this amount of light is 
being maintained. Costs only 
$11.50. 


Edison Mazpa lamps and many of 
the substitutes offered. For General 
Klectric is constantly increasing the 
light output of these lamps. In the 
past year alone there have been 
several important changes, includ- 
ing an improved tungsten filament 
with the highest efficiency in all G-I 
lamp history. Thus, you get extra 
light at no extra cost with these new 
and brighter Edison Mazpa lamps. 
The General Electric trade-mark on 
the end of each bulb assures you of 
full lighting value for your money. 
General Electric Company, Dept. 
166, Nela Park, Cleveland, Ohio. 
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EDISON MAZDA LAMPS 


GENERAL €@ ELECTRIC 


They slay brighter Longer ——» 
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Mail 


Millions or Billions 





A member called up this afternoon to 
say that his yearly purchases alone run 
up almost to the figure stated on page 70 
of your October issue--$20,000,000. I 
suppose you will be bombarded with 
letters from smart fellows like us, who 
Anyhow, you will 
have a lot of satisfaction in knowing that 
plenty of P.A.’s do really read the ad- 
vertisements in PURCHASING 


love to “point out.” 


HARRY J. GRAHAM 
Secretary 
New England P.A. Assn 
Boston, Mass 
October 14, 1937 


Look at page 70 of October PURCHASING 
Do you see the error? As I have been 
part of an organization who spent $25,000, 
QOO per year, you either misquote Jime, 
At one 
time in my twenty-five years of purchas 


or both you and Time are wrong 


ing, I had one day’s expenditure of 

$1,075,000 Let’s keep our magazine 

in its right place-—-on top and correct 

CLARENCE G. Fox 
Purchasing Agent 
Marvel-Schebler Carburetor Div 
Borg-Warner Corp 
Flint, Mich. 
October 15, 1937 


There would seem to be some naughts 
omitted from the twenty million dollar 
figure contained in your advertisement, 
page 70, October (and Time, June 7) 
or else, the period is not for a year? This 
profession, 


belittles industry and _ the 


although I know it is not intentional 
C. W. BRASHER 
Purchasing Agent 
Penn Machine Company 


Johnstown, Pa 


October 15, 1937 


_must be an error. $1,250,000 1s 
spent by our office alone, all for materials 
V. J. Kraus 
Purchasing Agent 
The Baldwin Company 
Cincinnati, Ohio 
October 15, 1937 


Then I buy one-fifteenth of all 
Big shot, hey’ 
N. T. DANA 


Swell! 


the goods in the country. 


Purchasing Agent 
Collyer Insulated Wire Co 
Pawtucket, R. I. 
October 15, 1937 


BIC., Bre. ete. 
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Is our face red! We are constantly 
amazed at our own moderation and under- 
statement in regard to the authority and 
influence of purchasing men, but this time 
it was utterly unintentional—an _ un- 
pardonable slip in reading proof. Perhaps 
it was a hangover from that year we 
spent in Washington with the New Deal 
what’s a few ciphers more or less? But 
we should have known better. Why, in 
the few case studies presented in these 
pages over the past three or four months, 
we have already reported departments 
that account for more than half of that 
paltry 20 million dollar figure, and there 
have been enough million dollar buyers 
like the above calling it to our attention 
to far surpass that mark. The error is 
ours, not 7ime’s. The statement should 
have read billions, not millions—$20,000,- 
000,000—ten zeros, count ’em, ten. Jime 
was right when it said (June 7): ‘For 
U. S. purchasing agents buy as much as 
$20,000,000,000 worth of goods per year 
.....their opinions of prices, values and 
trends are never lightly taken.”’ Time 
also went on to characterize purchasing 
agents as “immune to all except factual 
advertising’? and that seems to be borne 
out, too, by their prompt and vigorous 
reaction to our slip. Sorry. We didn’t 
mean to be belittling. These are the 
facts. A corrected version of our story 
appears on page 70 of this issue 


Smith at Chicago 


C. E. Situ, Vice President in 
charge of purchases for the New 
York, New Haven & Hartford Rail- 
road, was one of the speakers at 
the annual meeting of the American 
Railway Bridge and Building As- 
sociation, held at the Stevens Hotel, 
Chicago, October 19-21. Mr. 
Smith is a past president of the 
Association. 


Municipal Buying 


JosePH W. NICHOLSON, City Pur- 
chasing Agent at Milwaukee, ad- 
dressed the annual meeting of the 
American Municipal Association at 
the Blackstone Hotel, Chicago, Oc- 
tober 14th, on ‘Centralized Pur- 
chasing—Its Value to Municipali- 
ties.”” Mr. Nicholson is purchas- 
ing consultant to the League. 


Soo Line Changes 


G. W. Leicu, Purchasing Agent 
of the Soo Line Railway at St. Paul, 
has been named general storekeeper 
in addition to his purchasing duties. 
J. B. Noyes, formerly storekeeper, 
becomes assistant to Mr. Leigh. 
The new appointments are effec- 
tive as of October 31. 
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QUALITY 


True quality is embodied in a product only through unin 
terrupted maintenance of the highest manufacturing 


standards and practices over a long term of years. 
Continuously maintained quality requires experience, 


stability and a progressiveness that makes the best us« 
of up-to-date plant and equipment, seeks out and ap 


plies the newest methods and materials, 


keeps both oper 


ating staff and management ever in step with the trend 


of the times. 


Quality has always been the very basis of R B & W 
policy for nearly a century—a policy passed along from 
worker to worker throughout the entire organization 
and reflected in the unsurpassed, uniform accuracy of 


every EMPIRE Brand Bolt, Nut and Rivet. 


BOLTS: Carriage, Machine RIVETS Standard, ‘Tin 
Lag, Plow, Stove, Ele ners’, Coopers’, Culvert 
vator, Step, Tap, Wire, 

Wheel & Rim, Battery, Aes Si 
U-Bolts, Semi-Finished WASHERS: Plate, Burrs 


Automotive Replacement 


MATERIALS: Alloys, Steels, 


N > Metz 
NUTS: Cold Punched, Semi CNTR SONS 


Finished Hot Pressed, 
Case Hardened, Slotted, SCREWS Cap, Machine 
Castle Hanger 


.- 


PINS: Clevis, Hinge 


RODS: Stove, Seat, Ladde 

PLATED i 
mium, Zine, Chromiun 
Nickel, Hot Galvy 
Copper, Tin 


PARTS 


ATlizec 


SPECIAI UPSET ANI 
PUNCHED PRODU( 





| RUSSELL, BURDSALL & WARD’ 
BOLT AND NUT COMPANY. 
‘PORT CHESTER. . ¥. ROCK FALLS, ILL. CORAOPOLIS, PA. : 


; SALES OFFICES: > - Meg nd 
CHICAGO + DETROIT « ©HT ADELPHIA © COENVER - SAM FRANCISCO © LOS ANGELES * GTATTLE § PORTLAND 


[TRB & WI | 
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BUYING IS THE KEY TO PROFITS 





a‘**YEAR-END” Offer-- 








- - you should not overlook!! 











ONCE BEFORE, WHEN WE were in the midst of unsettled conditions in 
this country and abroad, we made a very much appreciated “YEAR-END” 
offer to those who had inquired about our work. 

THIS YEAR, WITH WAR SCARES, labor threats, tax-“‘upping” and a host 
of other upsetting circumstances beclouding the underlying trend of business 


and prices, we feel entirely justified in making a similar “YEAR-END” offer. 


AS YOU KNOW, THE McGILL Commodity Service was built on one fun- 


damental premise, namely: Purchasing has become so important a phase of 


business practice that buying executives welcome a service devoting its entire 
time to the study and research in commodities thus providing dependable 


price analyses and forecasts. 


THIS PREMISE HAS BEEN overwhelmingly substantiated as we are now 
privileged to serve hundreds of organizations having a ‘“‘dollar and cents” 


interest in the coming broad movements in commodity prices. 


OUR “YEAR-END” OFFER provides service at no charge until 1938 and 
under its conditions enables a purchasing agent to have our material during 
the rest of 1937 GRATIS! If interested, use the coupon below and details 


will be forwarded by return mail. 


McGill Commodity Service, Inc. 























Taylor Bldg., Auburndale, Mass. 


Gentlemen: 


Please send me full details concerning your “Year-End” offer. 


a a ... Position 
Company.......... pat Picarat emcee weer 


Street & No....... 
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There is only one CHAMPION 
COAL—deep mined, hard struc- 
ture coal from the famous Pitts- 
burgh Seam... mechanically cleaned and refined to meet the most 
exacting requirements for steam, gas, by-product and domestic purposes. 
It is low in ash and sulphur, but exceedingly high in heat. Champion 
Coal is an exclusive product of 


PITTSBURGH COAL CO. PITTSBURGH, PA. 


District Sales Offices 
Boston, Mass. . .. Baltimore, Md... . Buffalo, N. Y. ... Cleveland, Ohio . . . Detroit, Mich. ... Erie, Pa... . New 
York City... Pittsburgh, Pa. ... Philadelphia, Pa., . . . Sault Ste. Marie, Mich. ... Utica, N. Y. Youngstown, O. 
PITTSBURGH COAL COMPANY OF WISCONSIN ... Duluth . . . Superior . . . Minneapolis . . . St. Paul. 
MILWAUKEE WESTERN FUEL COMPANY, Milwaukee, Wis. 
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says George Hossfield—Ten Times World's Typewriting Champion 
George Hossfield, World’s Typewriting Champion, discusses Under- 
wood’s sweeping victory in the 1937 Canadian National Exhibition 
Typewriting Championships with Grace Phelan, World's Amateur 
Typewriting Champion. All six events were won on Underwoods! 


UNDERWOOD 


tional Typewriting Contest was 


World's Typewriting Championshi 


Englewood, New Jersey. 


> ww N 


Gladys B. Mandley of Toronto. 


w 


Gwyneth Belyea of Winnipeg. 








won by Gustave Stove 


we of Winnipeg. 
Ue 





i siiianeden GEORGE HOSSFIELD, at 
the conclusion of Underwood's clean 
sweep of all events in the Typewriter 
Championships at the Canadian Na- 
tional Exhibition, Toronto, Canada, 
made this significant statement: “When 
six champions entered in the same con- 
test all win on the same machine—/t's 
a typewriter!” 

Yet the thing that really establishes 
the Underwood as ‘‘a typewriter”’ in the 
full sense of Hossfield’s meaning is its 
performance at the fingertips of those 
thousands of typists who use it in their 
every day work. 


PaGE 12 


at the Canadian National Exhibition Interna- 


WON ON AN UNDERWOOD 

( Profes- 
sional), won by George Hossfield of West 
World's Amateur Typewriting Championship, 
won by Grace Phelan of Etna, Pennsylvania. 
Canadian Amateur Typewriting Champion- 
ship, won by Margaret Faulkner of Toronto. 
Canadian Professional Championship, won by 
Canadian School Championship, won by 


6 Canadian Novice Championship, / 
/ 


a 21 


ae 


To these, Underwood speed means 
greater typing production— more work 
accomplished on time and during regu- 
lar business hours. 

To these, Underwood accuracy means 
a better typing job that brings a thrill of 
satisfaction and a nod of appreciation 
from the boss. 

To these, Underwood ease of touch 
means absolute freedom from finger and 
wrist weariness; while traditional Under- 
wood stamina simply means that their 
machines won’t fall down on the job 

You can’t have a champion typist at 


every desk in your office. You can havea 
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Champion Underwood. Telephone for 
a free trial. Every Underwood typewriter 
is backed by nation-wide, company 
owned service facilities. 


Typewriter Division 
UNDERWOOD ELLIOTT FISHER COMPANY 
Typewriters, Accounting Machines, Adding Ma- 
chines, Carbon Paper, Ribbons and other Supplies 
One Park Avenue New York, N. Y. 

Sales and Service Everywhere 
Underwood Elliott Fisher Speeds the World’s Business 


UNDERWOOD ELLIOTT FISHER COMPANY 

One Park Avenue, New York, N.Y. 
Please demonstrate the Champion 
Underwood Typewriter, without 
obligation to me 
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IN THE SERVICE 


OF HOSPITALITY 







IAMS \GLASs !c 


\ 


MODERN 





FINE CRYSTAL AND GLASSWARE 


Before a word of your message 
read, your customer's eyes reco! 
what the paper itself says about you. The letterhead influences his attitude toward what you say. A fine impressiv 
rag-content paper, like those in the Neenah Business Stationery line, predisposes his mind to respect and « 
fidence. If this were the only good thing such papers would do for you, it would make an outstanding bargai 
of their slight additional cost over papers without the priceless ingredient, rags. Get samples of Neenah Busin¢ 
Stationery from your printer or paper dealer. Grades from 25% to 100% rag content are available. And write 


on your business letterhead, for a free copy of the sample portfolio, ‘Neenah Papers.” 


USE NEENAH BUSINESS STATIONERY 


TUB-SIZED, AIR-DRIED, SHOP-TESTED, GUARANTEED BOND PAPERS 
Old Council Tree Bond . 100% Rag Content Chieftain Bond . 50% Rag Content 
Success Bond . . . . 75% Rag Content Neenah Bond . 50% Rag Content 
Conference Bond . . . 65% Rag Content Glacier Bond. . 25% Rag Content 
Crystallite, a specialty paper for direct mail advertising, books, personal stationery, etc. 


MANUFACTURED BY NEENAH PAPER COMPANY * NEENAH, WIS. 








NOVEMBER 1937 Pa 


















if 
+4 
Ie ae 
‘ 
§ 
‘A 
a 
nl u 
2 
a 
ae 


age ten te 


OR le ng 
= 








“— — 











oo aye AA mre 














That isnt 
what we 


\ AL SP 
[ i @) Zs 
Ze : ] , 


ACCEPT NO SUBSTITUTES !! 























































































Invariably, when a commodity achieves many do not. The conscientious P. A. 
consumer acceptance, the salesman who can’t doesn’t gamble — he demands proof in the 
supply that article offers another ‘‘Just as form of an Institute Label or Affidavit. If 
good.”” So, today, some vendors, unable _to you really want sterilized wipers conform- 


deliver Institute Labelled Products, offer ing to Sanitary Institute Specifications, 
wipers allegedly ‘‘Conforming' to don’t accept the “Just as good”’ 
Sanitary Institute Specifications.”’ package. 
Perhaps some unlabelled bales do 


meet S. I. A. standards. Undoubtedly 


Insist on the Institute Label on 
Every Bale. 











THIS ADVERTISEMENT SPONSORED BY THE FOLLOWING MEMBERS OF 
THE SANITARY INSTITUTE OF AMERICA 
BROOKLYN, N. Y.—-American Sanitary Rag Co., 600 Degraw St. 
BROOKLYN, N. Y¥.—Delia Waste Products Corp., 1557-61 Dean St. 
BROOKLYN, N. Y.—Godfrey Cotton Products Corp., 601 Sackett St. 
CHICAGO, ILL.—American Cotton Products Co., 2512 S. Damen Ave. 
CHICAGO, ILL.—-American Sanitary Rag Co., 1001-15 W. North Ave. 
CHICAGO, ILL.—Central Mills Co., 3920-60 S. Loomis St. 
CHICAGO, ILL.—Chicago Sanitary Rag Co., 2137 S. Loomis St. 
CLEVELAND, OHIO—DMansco Corp., 3524 East 74th St. 
CLEVELAND, OHIO—Wiping Materials, Inc., Room 216-1836 Euclid Ave., W. H. Martin, Rep. 
HAMILTON, OHIO—Philip Carey Mfg. Co., Leshner Division, 1240 Central Ave. 
PITTSBURGH, PA.—Armstrong Sanitary Wipers Co., 1233 Spring Garden Ave., N. S. 
PITTSBURGH, PA.—Wiping Materials, Inc., 320 Empire Bldg., J. M. Evans, Rep. 
PITTSBURGH, PA.—Scheinman-Neaman Co., 1024 Vickroy St. 
ST. LOUIS, MO.—Wiping Materials, Inc., 2000-28 N. Main St. 


For complete Institute specifications write any member or 
The Sanitary Institute of America, 10 8. LaSalle St., Chicago 
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| HAVE YOU INGLUDED 
WATER COOLING IN 
YOUR 1938 BUDGE! 





@ Frigidaire Water Cooling Equipment is one of the soundest invest- 
ments you can make in 1938. It pays dividends in comfort and health 
for your men . . . in goodwill, greater efficiency, more production, 
fewer accidents. Investigate at once. Include Frigidaire equipment 
in your 1938 budget. A complete analysis of your water cooling 
requirements will be made without cost. For this free survey and 
estimate, see your nearest Frigidaire Commercial dealer or write 


Frigidaire Division, General Motors Sales Corporation, Dayton, Ohio. 
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Meet Definite Specifications—Pass Rigid Inspections 


Ryerson Certified Steels are the result of many years of planning, Ryerson Stocks Include: 
—developing new specifications, new methods of control and com- Alloy Steels—Tool Steels 


ae pi as 2s Heat Treated Alloy Steel B 
plete readjustment of stocks. Definite specifications and rigid Stainless Steel 


inspection systerms now assure the qualities most desired in each Hot Rolled Bars—Hoops and Bands ‘ 
class and type of material. Special handling and warehousing (0/4 Finished Shafting and Screw Stoc 


, Extra Wide Cold Finished Flats 
methods protect these qualities and make possible immediate ship- Beams and Heavy Structurals 


ment of every requirerment—large or small. ae agg eng: ig es Zees 
Let us give you the complete story of Ryerson Certified Steels. ne a Sn, Seam, See. 


Plates—Sheets 
Write for booklet H5. Strip Steel, Flat Wire, etc. 


Boiler Tubes and Fittings 
JOSEPH T. RYERSON & SON, Inc., Chicago, Milwaukee, St. Louis, Welding Rod—Mechanical Tubing 


Cincinnati, Detroit, Cleveland, Buffalo, Boston, ee die seng Cagay Washers, etc. 


Philadelphia, Jersey City. Babbitt Metal and Solder 


ON STEEL-SERVIC 








Beyond Price 
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NE of our esteemed contemporaries, that has well served the engineering 

branches of industry, has just released to the newspapers a marketing study 

of industrial oils and greases, and takes the opportunity for a back-handed slap at 

purchasing executives—a gesture that is entirely gratuitous, but neither unexpected 
nor unfamiliar from this particular source. 


As in most studies of this nature, the findings are as much a matter of inter 
pretation as of basic data, and the interpretation is as much a matter of viewpoint 
and innuendo as of logical processes. 


It would serve no useful purpose here to analyze all the vulnerable points 
of this presentation. But one argument cannot pass unchallenged. After point- 
ing out that a comparable survey seven years ago indicated price as a controlling 
reason for purchasing in 34.1% of cases, whereas the present survey shows price 
ranking fifth—behind ‘dependable quality,’ ‘‘manufacturer’s reputation,’ ‘‘de 
livery service’ and ‘‘test’’—the report goes on to state: 


“The shift in reasons for the selection of one brand over another has 
resulted in important changes in the types of men who participate in buying. 
The purchasing agent has declined in importance perceptibly, from 66.5% 
in 1930 to 27.7% in 1937. The trend to buy more on quality and less on 
price... has much to do with bringing the higher executive into greater 
prominence as a participator in buying.” 


Any way you read that statement, it deliberately brands the purchasing 
agent as the type of man who considers no other factor but price, and it claims to 
present new and positive proof of that old and thoroughly shopworn slur. 


Of course purchasing agents are interested in price. That is a part of their 
job. It is also part of their job to know that price means nothing whatever except 
as it is correlated with quality—whether quality is expressed as dependability, 
manufacturers’ reputations, or in test results. (These three ways of approaching 
the same factor, incidentally, offer a much more significant basis of classifying 
“types of men.’’) Buying right means buying value, which is compounded of both 
quality and price; neither factor can be disregarded. 


We may suggest another reason why quality considerations are now in the 
ascendant. When prices tend to uniformity, they can no longer serve as a basis of 
choice, and naturally the buyer must turn to the variables of quality and service. 
According to the newspapers, prices of petroleum products generally have recently 
shown such a remarkable coincidence as to attract official attention and investiga 
tion. 


One other factor, not listed in the study, but of common knowledge, and 
particularly prevalent in this field, is reciprocity. We recently interviewed a 
highly competent purchasing agent—an engineer, by the way, in training and ex 
perience—who apportions his purchases of lubricants strictly on a percentage 
reciprocal basis, calculated on the volume of quarterly sales to suppliers. It is his 
considered testimony that neither quality nor price offer differentials of sufficient 
advantage today to support an argument against this policy as applied to this 
product. And reciprocity is a factor dearer far to the heart of the “higher executive. 


Finally we come to the revelation that 50.3% of the firms in which ‘‘engi 
neers and executives are now taking a greater interest in buying lubricants”’ report 
“reduced costs through the use of better oils and greases.’’ Apparently it hasn't 
worked out so well in the case of the other 49.7%. There is a real opportunity for 
more alert and price-conscious purchasing men to serve these industries in th: 
“higher executive’ brackets. And, despite the broadcasting of such interpre 
tative essays, industry will continue to look to its purchasing men to buy right. 


STUART F. HEINRITZ, EDITOR 
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Stopping the Leaks in 


Purchasin 


Some actual cases of losses that could 
have been avoided by proper attention 


to the buying function. Many con- 


cerns are paying more to do without 
a purchasing agent than the cost 


of a competent department 


CHARLES W. HARDY 


Industrial Consultant 
New York 


Formerly Purchasing Agent 
for 
Gem Cutlery Company 
Simon Zinn, Inc. 
C. J. Root Company 
Frank J. Quigan, Inc. 
United-Carr Fastener Corp. 


F ANYONE DOUBTS the advantages—even the 

necessity—of efficient centralized purchasing in a 
manufacturing concern, whether large or small, it would 
be enlightening to examine some of the findings and 
recommendations made in the course of some recent 
analyses of conditions in metal working and jewelry 
manufacturing plants. Neglect of this important func- 
tion, lack of records, or the unsupported assumption that 
quality and price and methods are right, are leading 
every day to leaks that are really astonishing in their 
cumulative effect over the period of a year. 

A few specific cases will illustrate this point. 

Case 1. Small rivets, made on an automatic machine 
from low brass pin tempered wire, were being purchased 
on a per thousand basis at 14 cents per thousand, which 
seemed reasonable enough. But when it is realized 
that there are approximately 15,000 pieces to the pound, 
the price is shown to be $2.10 per pound on a material 
cost of about 25 cents at that time. By securing quo- 
tations on a weight basis, a price of 60 cents was ob- 
tained in 100 pound lots, a saving of 71%, amounting 
to $1,500 per year on an estimated consumption of 1,000 
pounds. At the same time, a slight change in the de- 
sign of the head cut down an excessive amount of break- 
age. 

Case 2. Wrong type of material used. This manu- 
facturer was using a pure tin #50 mesh pulverized solder 
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melting point 450°F, tensile strength 2,200 pounds, 
at a cost of 778/, cents per pound. Changing to a 40/60 
mixture at 45 cents per pound showed an annual saving 
of $327.50. Besides, it provided a material with a melt- 
ing point of 358°F and atensile strength of 6,200 pounds 
—better adapted to the purpose and involving no 
change in the flux of pure glycerine and muriatic acid. 

Case 3. Incomplete specifications. A filigree orna- 
ment of rich low brass, purchased at $2.25 per gross, 
had to be punched on a foot press to accomodate a rivet 
and was then shaped by hand to fit the raised portion of 
a stamped panel. A quotation of 75 cents per gross was 
obtained, including the hole and a slight change in de- 
sign, dapped to fit the panel. The saving on 500 gross 
per year amounted to $750, and the elimination of a 
slow and costly operation added materially to this sav- 
ing. 

Case 4. Uneconomical self-manufacture. Alumi- 
num powder pans were made in this plant, which was 
not properly equipped for the operation, resulting in a 
crude and expensive method. Previous to the analysis, 
no cost had actually been calculated on this item, but 
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it was found to amount to $4.85 per thousand. An 
outside manufacturer quoted $1.50 per thousand in lots 
of 200,000 (annual consumption was 1,100,000 pieces) 
with no extra die charge. The annual saving amounted 
to $3,685. 

Case 5. Lack of records. In one medium size plant 
recently investigated (for a bank), the president of the 
corporation, who was the sales manager as well (and a 
good one), also handled the purchasing—or attempted 
to. It was disclosed that purchase orders were placed 
haphazardly, the quantities were guessed at with no 
tie-up with production requirements, and no control or 
proper records were maintained. Due to this impor- 
tant function being thus sadly neglected, it was one of 
the reasons why the firm was operating under ‘‘77-B.”’ 
Direct purchases represented about one-third of their 
sales dollar. 

A specific case disclosed one item of raw material— 
012” x 31/2” coils, light annealed rich low brass—being 
on order with three different suppliers for a period of 
over nine months. All three were demanding definite 
shipping instructions. A glance at the commitments 
showed the following situation: 


Vendor Pounds on hand Remarks 

A 4,200 Balance of order 
B 3,000 Balance of order 
3 2,100 Complete order 
Buyer 2,300 In stock room 





Total available 11,600 Ibs. 


Meager records indicated that they had used less 
than 1,000 Ibs. during the last year. The value of this 
material was about $2,500. Its scrap value was some 
consolation, amounting to approximately $1,000. 
Neither the president nor anyone else could explain why 
the material was on order, why from three different 
mills, and why so much. Not even a good excuse could 
be offered. 

Of course the problem now was disposition of the ma- 
terial. Vendors A and B agreed to cancel the balances 
due without cost to the buyer, which was certainly un- 
fair to the vendors. Vendor C was more independent, 
and tried to settle by sending a bill with an allowance for 


scrap value, which the company has not paid. Still, 
the company had enough on hand in their own st 
room for more than two years’ supply, and finally s 
a substantial amount to a competitor at 4 cent 
pound under the price paid months ago, which 
about 7 cents a pound under the present market pri 

Another raw material had been ordered in 200 pou 
lots—seven times during one month. It should ha 
been ordered once in a 2,000 pound lot, at 5 cent 
pound saving. There would have been much 
handling, and the material would have been on han 
when urgently needed on two occasions for custom: 
requirements. 

Case 6. An analysis of the cost to manufacture 
compared with the cost to purchase, in many ca 
proves purchase to be the better and cheaper procedur 
There are, of course, many important variables to 
considered besides the saving that might be effected 
There are some real basic principles involved that shou 
not be overlooked, and it should not be taken 
granted that it is better to make the parts in our 
factory. 


A $40,800 Leak 


Certain manufacturers specialize in various typ: 
of parts and have modern equipment and organizati 
and in many cases a lower manufacturing expens¢ 
tor to add to their prime cost. To name only a few 
manufacturers of automatic screw machine parts, va 
ous kinds of springs, wire formed parts, eyelet machi 
products, heading machine parts, those equipped v 
feeds and dials for sheet metal articles. A recent inv: 
tigation showed that one company, operating on 
principle that they wanted to make as much of the 
finished product as possible, disregarded the cost fa: 
entirely in their desire to do so. Many of the cor 
ponent parts they were making were produced on eq! 
ment and by methods that were wrong. One speci 
case of this sort is vividly recorded in the recommenda 
tion reproduced herewith—an estimated leak of $40,5 
on one small part over a period of three years. ( 
sider that the tools and dies for producing this part « 
over $200, whereas the part should have been a casti 
































TABLE 1 
- . | aa ee Unit of Price 7 
Type of Product Article Specifications : — o 1 
Quantity Old | New | TooHigh| Hig 

Clock Cases Threaded Tube Screw Mach. Pro. 1000 $3.95 1$1.75 $2.20 | 12 
Initials Headed Prongs .023” x 5/15” L.B. Wire Headed Lbs. 2.10 .60 1.50 | 25 
Hand Bag Frames 22 Pkt. Rivet Screw Mach. Part 1000 2.10 .90 1.20 133 
Hand Bag Frames 967/2” Lk. Spring .028” x .043” Spring Steel 1000 1.75 47 1.28 279 
Cigarette Cases 115 Hinge Pin .040” x 25/3” Brass Headless Lbs. 86 45 41 | 9] 
Vanity Compact 125 Cover Pin .039” x 25/,” Steel Headless Lbs. .76 .14 .62 | 44: 
Makeup Compact 10 Signet Stones 10 x 20 MM Moulded Glass Gross 3.60 | 1.25 2.35 | l 
Hat & Dress Orts. 12 Filigree Orn. .016” x 1/2. x 1/2 L.B. Gross 2.25 75 1.50 200 
Hand Bag Frame 1014 Eyelet .080 x 1/, long G.M. 1000 1.90 60 1.30 217 
White Metal Orts. Rhinestones | 14 PP Chatons Gross .14 .05 .09 18 
Cigarette Cases 225 Hinge Pin .039” x 17/3” long Headless 1000 65 .145 505 
Cigarette Cases Compression Springs | .035” Dia. Spring Wire, N.P. 1000 1.55 .75 80 | 1 
Floor Lamps Threaded Bushing Screw Mach. Prod. 1000 3.75 | 1.25 1.25 | 200 
Lip Stick Plastic Bottom Moulded Plastic 1000 10.00 } 2.00 | ~ 8.00 | 400 
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The Analysis and Recommendation—only one of scores of similar cases 


and the molds would not have cost more than $25. It 
certainly would have been better and cheaper for them 
to have purchased casting equipment than to have 
made the part on the equipment they had, which con- 
sisted of a drop hammer, foot and power presses. 
Importance of Purchasing. Most manufacturers of 
metal novelties spend 20% to 40% of their sales dollar for 
direct purchases. It is surprising to find so many cases 
in which this important function is inefficiently handled 
and controlled, when the amount involved is so large. 
During the past several months, the writer has made 
surveys and recommendations for owners, officers and 
banks, in more than twenty different concerns, without 
finding in all this group a single company where the 
purchasing could have been considered even reasonably 
efficient. Only two had purchasing agents, and these 
were purchasing agents in name only, as other duties 
occupied most of their time. Nearly every plant al- 
lowed various employees—foremen and executives— 
to do their buying as required, without consultation or 
further authorization. Most of them sent the vendors’ 
invoices to the party buying that particular item for a 
perfunctory ‘““OK’’—absolutely no check of the quan- 
tity ordered being right, or the price paid for the same. 
To be specific, Table 1 cites a dozen actual cases. 
The size of the concerns ranges from $50,000 to $1,000,- 
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000 annual sales. The smaller concerns were buying 
better than the larger companies, probably for the rea- 
son that the buying was done by one man and he was 
the owner—it was his own money he was spending, and 
he was extremely careful how he spent it. Neverthe- 
less, conditions were tolerated that any really compe- 
tent purchasing agent would have detected and cor- 
rected to the great advantage of the company. 

Strangely enough, in many cases management in- 
sisted to me that they were “‘buying right,’’ and they 
really meant it. Some admitted that they were “‘chis- 
elers’’; others claimed that they were not, but that the 
one thing they did right was to buy. However, after 
investigation, it was generally easy to demonstrate that 
they were mistaken, and that purchasing was one of the 
biggest leaks in the business. 

The writer learned years ago, as a purchasing agent, 
that it is a healthy state of mind to think that you are 
not making the best possible purchase—that there are 
other materials and methods worthy of consideration. 
If you could contact every source of supply, and famil- 
iarize yourself with every process and material, you 
might be fairly sure that you were right. But as a 
practical matter we can only keep trying, and remem- 
ber that good purchasing is accomplished and measured 
by results, not by conversation, promises, or excuses. 
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The Story of Catalin 


- Renigens: MOST RECENT discovery in the field 
A of plastics, was an accidental development. It 
is one of the group known as phenolic resins, the formula 
for which was stumbled upon by German scientists 
seeking a synthetic rubber substitute. Because post 
war Germany was unable to exploit the material com- 
mercially, patents were acquired by American manu 
facturers, who now control 70%) of the world output. 
Adapted to an extremely diversified product use, readily 
workable in a variety of fabricating processes, it has 
the further unique property of permitting a wide range 
of colors and color combinations. Thus from a fortu- 
nate accident, a great industry has grown, of sufficiently 
general interest that Warner Brothers have made a full 
colored motion picture on the subject, titled ‘‘The Plas- 
tic Age,’’ which will be shown in 8,000 theaters in the 
United States late this year. 

The basic ingredients are phenol (the carbolic acid 
derivative of coal) and formaldehyde (obtained from 
wood pulp, cornstalks, or even hay). The first is a 
liquid, the second a gas captivated in water. In a 
chemical process, under close technical control, these 
ingredients “kick over’? to a new substance, solid in 
form. The change occurs very quickly, and even 
slight variations in processing are disastrous. 
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The catalin is cooked at comparatively 
low temperatures in large nickel-lined kettles 
of 3,000 pounds capacity, until it reaches a 
consistency and color resembling honey. 
Color is added in the kettle and agitated to 
procure a uniform shade just before pouring. 
The color range is practically infinite, rang- 
ing from water-clear, like glass, to delicate 
pastels, vivid hues, black, white and ivory. 
Coloring is an exact science, and every lot 
can be matched later as required. 


Colored and cooked, the catalin is drawn 
from the bottom of the kettles into ladles 
and then cast to form rods, cylinders, sheets, 
or irregular shapes for later manufacture into 
the products desired. Mottled effects and 
color combinations are obtained by blend- 
ing two or more lots just prior to casting. 
Sometimes specks of silver dust are stirred 
into the material and glisten in the light. 
The catalin must be handled quickly at this 
point, for it begins to harden promptly. 


The molds are made of lead and are used 
only once. Stainless steel arbors, exact 
duplicates of the required shapes, are dipped 
into pots of lead. The lead ‘‘freezes’’ to 
the steel and is then stripped off to form the 
mold. Shown in the illustration (top, left) 
are molds for round rods about twenty inches 
long and */, of an inch in diameter, a shape 
commonly used in making buttons, which 
are simply sliced from the rod, drilled and 
shaped. Irregular shapes are similarly 
treated to make buckles and ornaments, 
umbrella handles, and the like. Slicing is 
almost as simple as slicing cheese. The 
catalin is softened by immersion in hot water, 
and becomes hard again upon cooling. 
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The filled molds are placed in ovens, or 
vulcanizers, where the catalin is cured under 
temperatures so moderate that one can walk 











into the ovens while they are in operation. 
L It is this treatment that permits the broad 
color range. Greater heat would destroy 
or alter the delicate dyes, but handled in this 
way they are capable of withstanding later 
' processing, and repeated laundering opera- 
> tions, without change. 
C 
a 
Sheets of catalin are generally cast be- 
tween plate glass, but when special thick- 
nesses are desired, they are sliced as shown 
in the photograph (top, right). The semi- 
cured, semi-hardened catalin is removed 
from the ovens while hardened to the con- 
. sistency of rubber and sliced off to the re- 
. quired thickness. It is in this state that 
| the material most nearly resembles the rub- 
: ber which chemists sought to produce. 
| 
* 
d 
" Fabricators machine catalin as they would 
soft metals, selecting the form best adapted 
to the product, or procuring special shapes 
for quantity production. It can be turned, 
cut, drilled, formed and polished. Large 
quantities are used for making costume jew- 
elry, toilet sets, handles for cutlery, and the 
like, in which the color has a notable mer- 
chandising appeal. In combination with 
metals, it finds extensive use in ornamental 
drawer pulls and similar specialties. Less 
d popularly known is its application for hygi- 
t enic items such as babies’ teething rings, and 
d dental plates. 
O 
1e 
t) s 
2S 
e 
‘h 
d The photograph at the lower right shows 
“ some of the thousands of products in which 
. catalin has found successful and effective 
i application—bowling balls, some almost as 
i transparent as glass, handles for plumbing 
. fixtures, letters for advertising displays, gear 
shift knobs for automobiles, colorful electric 
switch plates, fishing lures, clocks, dice, and 
cane handles. 
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The P.A. Reports to an Expert 


“Thanksgiving turkey? Say, if I couldn't get twice as much of twice as good 
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A OBSCURE NEWSPAPER para- 
graph, announcing a meeting 
that never took place, and called to 
the attention of a man who never 
held the office of purchasing agent 
—such was the paradoxical chain of 
circumstances that, unpredictably 
but nevertheless logically, played a 
large part in shaping the course of 
purchasing organization and prog- 
ress over the next dozen years. 

It happened in 1916. The Dodge 
Manufacturing Company of Misha- 
waka, Indiana, together with its 
subsidiary, the Dodge Sales and 
Engineering Co., like many other 
progressive and forward-looking con- 
cerns, believed thoroughly in the 
advantages of cooperative business 
associations. Asa matter of definite 
policy, the company made it a point 
to hold active membership in local 
and national trade groups that of- 
fered sound objectives and con- 
structive programs pertinent to the 
industry. The function of such 
membership representation had been 
informally delegated to a young man 
who had grown up in the organiza- 
tion, understudying the principal 
officers. Chandler regarded this 
responsibility seriously. He con- 
scientiously accepted committee as- 
signments, held several executive 
offices with notable success, and 
made a real study of the possibilities 
and the technique of business associa- 
tions. On more than one occasion 
he remarked to President Melville 
W. Mix that in a system where such 
organizations were attaining ever- 
greater influence and prestige, pur- 
chasing men as a group were per- 
mitting an important opportunity 
to go by default. 

The two men came 
business trip. While Chandler went 
on to Providence and Boston, Mix 
remained in New York and chanced 
to read the brief notice of an organi- 
zation meeting of the National 
Association of Purchasing Agents. 


east on a 
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Recalling the earlier conversations, 
he wired ahead to his colleague sug- 
gesting that it might be worth look- 
ing into. Hastily 
concluding his mission in New Eng- 
land, he caught the next train back 
and sought out the Breslin Hotel. 
The meeting itself was a disap- 
pointment. It proved to be another 
of those fruitless and abortive efforts 


Chandler agreed. 


that characterized the early struggle 
to get started. But Chandler did 
meet E. B. Hendricks and John 
Pels. Frankly admitting that his 
actual purchasing experience had 
been chiefly as an occasional pinch 
hitter for the vice president who 
then handled buying for the Dodge 
Company, he showed such a grasp of 
the subject and of association possi- 
bilities that months later, 
when the ‘‘First Annual Conven- 
tion’’ was announced, Chandler was 
invited to address the gathering. In 
that talk he outlined suggestions for 
twenty-two specific lines of thought 
and action which might well be con- 


some 


sidered by a purchasing group— 
the first definite program to be pro- 
posed for N.A.P.A., and embracing 
a number of points which were later 
incorporated in the work. 

Chandler went home from that 
convention with the responsibility 
of initiating a standardization pro- 
gram, and next several 
months he developed this into the 
most active of the early association 
projects. 


over the 


Four years later, he was 
elected to the presidency, and served 
two After a year as vice 
president, he was called to take over 
the full-time job of national secre- 
tary, and continued in that capacity 
until 1928. Such was the influence 
on purchasing of that chance para- 
graph of publicity. 
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ILLIAM LEASON CHANDLER was 
at Newark, N. J., on 
August 2, 1873. When he was about 
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gyroscope fame, seemed except 
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At that time thi 
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ing street railway industry, a1 
a thriving business in repair a 
building as the old horse-car dri 
resenting the advance of the p 
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Within a few m 
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join the General Electric Compa 
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the progress of the old compa 
and he began to look for ai 


connection. 


He found it in the ¢ 


cago office of the Dodge Manu 
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began an association which 
for thirty-one years. 

It is characteristicthat the y 
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close and confidential relati: 
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A OBSCURE NEWSPAPER para- 
graph, announcing a meeting 
that never took place, and called to 
the attention of a man who never 
held the office of purchasing agent 

such was the paradoxical chain of 
circumstances that, unpredictably 
but nevertheless logically, played a 
large part in shaping the course of 
purchasing organization and prog- 
ress over the next dozen years. 

It happened in 1916. The Dodge 
Manufacturing Company of Misha- 
waka, Indiana, together with its 
subsidiary, the Dodge Sales and 
Engineering Co., like many other 
progressive and forward-looking con- 
cerns, believed thoroughly in the 
advantages of cooperative business 
As a matter of definite 
policy, the company made it a point 
to hold active membership in local 
and national trade groups that of- 
fered sound objectives and con- 
structive programs pertinent to the 
industry. The function of such 
membership representation had been 
informally delegated to a young man 
who had grown up in the organiza- 
tion, understudying the principal 
officers. Chandler regarded this 
responsibility seriously. He con- 
scientiously accepted committee as- 
signments, held several executive 
offices with notable success, and 
made a real study of the possibilities 
and the technique of business associa- 
tions. On more than one occasion 
he remarked to President Melville 
W. Mix that in a system where such 
organizations were attaining ever- 
greater influence and prestige, pur- 
chasing men as a group were per- 
mitting an important opportunity 
to go by default. 

The two men came east on a 
business trip. While Chandler went 
on to Providence and Boston, Mix 
remained in New York and chanced 
to read the brief notice of an organi- 
zation meeting of the National 
Association of Purchasing Agents. 
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Recalling the earlier conversations, 
he wired ahead to his colleague sug- 
gesting that it might be worth look- 
ing into. Chandler agreed. Hastily 
concluding his mission in New Eng- 
land, he caught the next train back 
and sought out the Breslin Hotel. 
The meeting itself was a disap- 
pointment. It proved to be another 
of those fruitless and abortive efforts 
that characterized the early struggle 
But Chandler did 
Hendricks and John 
Frankly admitting that his 


to get started. 
meet E. B. 
Pels. 
actual purchasing experience had 
been chiefly as an occasional pinch 
hitter for the vice president who 
then handled buying for the Dodge 
Company, he showed such a grasp of 
the subject and of association possi- 
bilities that months later, 
when the ‘‘First Annual Conven- 
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tion’’ was announced, Chandler was 
invited to address the gathering. In 
that talk he outlined suggestions for 
twenty-two specific lines of thought 
and action which might well be con- 
sidered by a purchasing group— 
the first definite program to be pro- 
posed for N.A.P.A., and embracing 
a number of points which were later 
incorporated in the work. 

Chandler went home from that 
convention with the responsibility 
of initiating a standardization pro- 
gram, and over the next several 
months he developed this into the 
most active of the early association 
projects. Four years later, he was 
elected to the presidency, and served 
two terms. After a year as vice 
president, he was called to take over 
the full-time job of national secre- 
tary, and continued in that capacity 
until 1928. Such was the influence 
on purchasing of that chance para- 
graph of publicity. 
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varied and responsible nature, in- 
cluding sales and administrative 
work, leading eventually to the office 
of assistant secretary-treasurer. For 
many years was in 
charge of a vice president, and this 
was one of several functions which 
Chandler understudied, with an in- 
fluential part in determining and 
carrying out company policy. At 
the same time he was delegated, as 
mentioned above, to represent the 
company in a number of trade as- 
sociations and in community affairs. 
Outstanding in this line was his 
work as president of the Mishawaka 
Chamber of Commerce, vice presi- 
dent of the National Safety Coun- 
cil and of the Indiana Chamber of 
Commerce, employers’ representa- 
tive on the Community War Labor 
Board of South Bend and Misha- 
waka, and as county chairman of the 
Victory Loan. 


purchasing 


OMING INTO THE WORK of the 
C newly formed N.A.P.A., this 
experience was of tremendous value. 
Because of a rather tenuous con- 
nection with actual purchasing work, 
his original suggestions at the 1916 
convention were somewhat coolly 
received by some, but the program 
was sound and constructive, and a 
goodly share of it was immediately 
put into action. Under his 
vigorous leadership, the standardi- 
zation work achieved wide publicity 
and practical results. 

Meanwhile, he promptly under- 
took the organization of a local as- 
sociation in the South Bend Terri- 
tory. The first reaction to this 
effort was almost ludicrous. A let- 
ter sent to all known buyers in that 
section brought to the organization 
meeting only two men besides him- 
self. One of these was E. T. Wolfe 
of the Baker-Vawter Company at 
Benton Harbor, who was already 
actively interested in the national 
body. The other was a buyer from 
the Studebaker Company at South 
Bend, who for personal reasons de- 
cided not to go along with the move- 
ment. Nevertheless, the Purchasing 


own 


Agents Association of Indiana and 
Michigan was duly organized, with 
Chandler of Indiana as president 
and Wolfe of Michigan as secretary- 





treasurer—a regiment of major gen- 
erals. Gradually other members 
were added to the ranks, and the 
association has continued up to the 
present as the South Bend Associa- 
tion of N.A.P.A. 

Chandler’s persistent and effec- 
tive committee work had gained for 
him a wide acquaintance and promi- 
nence in association affairs, and as 
the time for the Chicago convention 
of 1920 drew near, his name was 
frequently mentioned for the presi- 
dency. Those were the days of in- 
tense and often spectacular cam- 
paigning in association politics. 
Chandler stood upon his record of 
service, even though that record was 
now made the target of ridicule by 
friends of other aspirants for the 
office. One of the outstanding fea- 
tures of the campaign was a nation- 
ally circulated cartoon picturing the 
explosion which would result if the 
“Standardization Nut’ were elected 
to the presidency. The Association 
was shown shattering to destruc- 
tion, with standardized bolts, stand- 
ardized catalogs, and standardized 
invoices flying in every direction. 
But when the votes were tallied, 
Chandler was elected, the fifth man 
to hold that office. The predicted 
cataclysm never materialized. 
Rather, the Association advanced 
steadily in numbers, strength and 
activity, with standardization still 
in the forefront of its program. At 
Rochester, the following year, con- 
vention time was shifted from the 
fall to the spring season, and the 
entire slate of officers was reaffirmed 
for the short term, with the result 
that ‘‘Chan’s” tenure was extended 
another seven months, up until the 
Indianapolis convention of 1922. 

Meanwhile, at the Dodge Com- 
pany, an internal situation was 
brewing that culminated in a tense 
“‘battle of proxies,’’ unseating the 
The first 


the new régime was a 


existing management. 
move of 
swift and thorough purge of the 
organization. Given the opportu- 
nity to save face by resigning, several 
of the deposed officials suddenly 
discovered long suppressed travel 
that could longer be 
denied, or private interests that now 

Continued on page 57 
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Service is a leading consideration 


and the purchasing agent must keep 


in close touch with his markets when 
the plant is “off the beaten track” 


HE FOXBORO COMPANY manu- 

factures precision instruments 
for indicating, recording and con- 
trolling various factors of tempera- 
ture, humidity, pressure, and flow as 
they are encountered in modern in- 
dustrial processes. The majority 
of these instruments, while made 
up of standard parts, are built to 
order to suit the particular installa- 
tion for which they are intended, 
so that there is little opportunity 
to manufacture for stock, but a 
large inventory of raw and semi- 
manufactured materials is mneces- 
sarily carried. The operations in- 
clude a wide variety of hand and 
automatic machine work on cast- 
ings, metal sheet and rod, spring 
winding, assembly, plating and fin 
ishing, also printing and die-cutting 
large quantities of dial charts. 

Located in Foxboro, Mass., the 
company is the only major industry 
of the town, and employs approxi- 
mately eight hundred persons. The 
plant is twenty-eight miles from 
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Boston and twenty miles from 
Providence, not on the main line. 

The combination of these two 
factors—the character of the busi- 
ness and its location—has had a 
large share in determining the pur- 
chasing policy. 


Organization 


The engineering, production, pur- 
chasing, and stores departments are 
all separate, reporting directly to 
the general management, and co- 
operating closely at all times to 
meet their common problem of hav- 
ing the necessary materials available 
as needed. Purchasing is considered 
primarily as a service function, and 
a part of that service is the main- 
tenance of exceptionally complete 
records, cross-indexed so that refer- 
ence can be made quickly and ac- 
curately whether by part number, 
order number, description of ma- 
terial, or vendor’s name. All of 
the other departments rely upon the 
completeness of this system. The 





The Foxboro Compan vy 
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in a series of case studic 
outlining the actual organi: 
tion and procedure in rep: 
sentative purchasing depa 
ments. 








purchasing agent is kept thor: 
informed regarding all new di 
ments and impending change 
sign, and some very subst 
savings have been effected | 
sight in avoiding purchases 
terials nominally consider 
standard stock items but 
would have been subject t 
obsolescence charges in view 
developments. 

The stores department 
approximately 40,000 acti 
items, of which about 15 
purchased, with minimum 
ties based on the required 
time. Of the 20,000 purcha 
issued annually, from 50 
originate from stores reqt 
The purchasing agent recor 
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based on manufacturing 
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and quantity discounts, and also 
recommends such deviations from 
routine inventory policy as may be 
advisable because of current market 
conditions and outlook, but he has 
no direct responsibility for the stor- 
age and issue of the material. Re- 
ceipt of shipments is a function of 
the purchasing department, but in- 
spection comes under the engineer- 
ing division. 

In addition to the normal work of 
procurement, the purchasing agent 
is in charge of all shipping, and also 
buys for the printing department, 
which produces all advertising bulle- 
tins, factory and office forms, and 
does some work. He is 
also charged with the disposal of 
scrap and waste materials—a fac- 
tor of considerable magnitude, with 
large quantities of high grade paper 
clippings and metal scrap. 

The department is headed by the 
purchasing agent, R. M. Kimball. 
He is assisted by his secretary, Mrs. 
L. F. Prescott, who serves in the 
capacity of 
agent, interviewing salesmen, han- 
dling special follow-up on orders, and 
directing the clerical staff and office 
routine. 


outside 


assistant purchasing 


clerical 
assistants, the work being generally 
divided as follows: (1) 
orders, (2) checking invoices, (3) 
routine follow-up, (4) filing, (5) 
Ediphone operator, and (6) miscel- 
The staff 
is organized and trained so that the 
individuals are interchangeable on 
these assignments, so that vacations 
and other absences cause a minimum 


There are six 


writing 


laneous clerical work. 


of interruption and inconvenience. 

In the receiving room is a receiv- 
ing clerk, with four helpers. 

Annual purchases of about one 
and a quarter million dollars are 
handled by this department, the 
larger items being castings, forgings, 
paper, clocks, steel, tubing, valves, 
and wire. The purchase budget 
amounts to approximately 30% of 
sales volume. 


Personnel 


Richard M. Kimball, Purchasing 
Agent, is a graduate of Amherst 
College in the class of 1914, with 
additional special training in traffic 
management. For three years fol- 
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lowing graduation he was engaged 
in production work in the hat in- 
dustry. During the World War he 
served as captain in the 55th Coast 
Artillery—first in the Supply Com- 
pany, charged with equipping the 
regiment (his first major problem in 
procurement work) 
commanding officer of Battery B. 


and later as 

He joined the Foxboro Company 
in 1920, in production work. En- 
countering some difficulties in se- 
curing delivery of material in that 
sellers’ market, he was given the 
special assignment of outside follow- 
up, and later in the same year was 
appointed purchasing agent when 
his predecessor in that office retired 
on account of ill health. 
months later, the further responsi 
bility of sales order follow-up was 
added to 


served continuously as purchasing 


Some 


these duties. He has 
agent for seventeen years. 

Mr. Kimball is an active member 
of the New 
Agents Association, and has been 


England Purchasing 
a leader in the work of the paper 
committee. 


General Policies 

The purchasing office is located 
directly at the plant entrance, and 
salesmen are promptly received by 
the purchasing agent or assistant. 
This office is the necessary channel 
through which all contacts with the 
But there 
is little effort on the part of salesmen 


organization are made. 


to sidestep this procedure, for in 
keeping with the conception of pur- 
chasing as a service department, and 
because technical design and prog 
ress is of the essence in this com 
pany’s product, access to engineer 
ing or production officials is readily 
granted whenever the proposition 
seems to warrant it. Depending on 
the nature of the proposal, the caller 
may be taken out into the plant by 
the purchasing agent, or the engineer 
may be called into consultation in 
the purchasing office. 

If the material or equipment or 
process is favorably regarded, the 
purchasing agent becomes an active 
factor in exploring its possibilities 
and practicablility, as well as 
alternative sources of supply. The 
whole procedure is properly re- 





garded as a matter for cooperative 
effort. Operating officials frequently 
express a preference, but the pur- 
chasing agent does the buying—on 
a basis that insures the purchase of 
material or equipment satisfactory 
Under 
this system there is little cause for 


to the using department. 


friction as to the prerogatives of 
either department. 

In the selection of supply sources, 
the policy has been to concentrate 
on nearby producers, and today the 
bulk of purchases for this plant are 
and 
This is 
partly a result of unfortunate ex- 


made east of Philadelphia, 


largely in New England. 


perience some years ago when the 
hazards of snow and transportation 
strikes threatened to become acute, 
entailing shortages of needed ma- 
terials. Under the present plan, 
closer contact and greater flexibility 
can be maintained; the miscellane- 
ous hazards of a long haul and de- 
means of 


pendence on a _ single 


transportation are avoided; from 
several vendors’ plants there is a 
possibility of shipping by truck, rail, 
or water. There is, on the whole, a 
slight premium in price as compared 
with quotations that might be ob- 
tained by a more extended search 
for suppliers, but this is partially 
offset by lower transportation costs, 
and the reliability of service from 
nearby sources subject to close and 
constant observation is considered 
to be well worth the difference. 
Except for a very few major items 
of purchase, long term and require- 
ments contracts are not entered into, 
and on a contract for paper, for ex- 
ample, the commercial considera- 
tions are no more important than is 
the fact that contract customers are 
given preferred attention as a need 


arises. This is very definitely one 


company where the service factor 
is regarded as of first importance in 


selecting a supplier. 


Effect of Location 


Being off the beaten track, the 
company is relatively free from the 
visits of peddler-type salesmen, and 
there has been but one occasion when 
the foreign “‘gyp”’ salesmen have at- 
tempted to ply their trade here. A 
few supply house representatives 
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R. M. KIMBALL 


make the stop on their regular 
rounds of routine or courtesy calls. 
But for the most part the salesman 
who comes out to Foxboro has a 
definite mission. 

The number of such callers varies 
from two a day to as high as forty, 
the greater number generally ap- 
pearing toward the end of the week, 
presumably in the course of clean- 
ing up the outlying odds and ends 
of their Boston round. 

Conversely, this situation has led 
to a definite policy on the part of 
the purchasing agent to make regu 
lar trips to his sources of supply and 
in search of sources for new items. 
At least one day of every week is 
spent in Boston, and three or four 
times a year—sometimes oftener 
more extensive trips take him to 
virtually every vendor’s plant from 
which the company buys. 

The benefits derived from this 
plan are varied and important. 
Some of them may be briefly sum- 
marized as follows: 

(1) Personal acquaintance with 
officials and operating men, result- 
ing in more satisfactory service in 
emergencies, on telephone follow-up, 
and the like, and especially valuable 
where so much of the contact must 
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be carried on by correspondence and 
telephone. 

(2) Close contact with such fac- 
tors as the labor situation or finan- 
cial stability of individual plants, 
frequently indicating the advisabil- 
ity of energetic follow-up or of cul- 
tivating an alternative source to 
avoid a tie-up of production. Quan- 
tities are not always sufficiently 
large to permit dividing the orders, 
but a policy of alternating between 
two or more sources has sometimes 
proved to be a wise solution, giving 
the buyer additional security. 

(3) Information regarding pro- 
duction conditions and facilities. 
Selecting a source of supply with a 
large and continuous production on 
a given class of material, rather than 
one for whom this business repre- 
sents a small or special item, has 
often brought savings of 25%, and in 
exceptional cases the difference has 
amounted to considerably more. 
The outstanding example is one case 
in which a price was reduced from 
$35.00 to $10.00 per thousand feet 
by locating a producer whose daily 
output was substantially greater 
than the required annual supply at 
Foxboro. 

(4) Suggestions as to. possible 
changes in the product without 
affecting its adaptability to the pur- 
pose, making it more economical to 
manufacture and cutting costs for 
both the vendor and the buyer. 

(5) Observation of new equip- 
ment, or new applications of old 
equipment, which are equally per- 
tinent to the operations of his own 
company, with resulting advantage 
and economy. 


Requisitions and Orders 


As noted above, the bulk of pur- 
chase requisitions come from the 
stock department. When a special 
sales order is received, it is immedi- 
ately referred to the engineering de- 
partment, where a bill of materials 
is drawn up and those items not 
carried in standard stock are picked 
out and sent to the purchasing agent 
in requisition form for special pur- 
chase. There is also a group of 
items carried only by the assembly 
departments, known as “bench 
items.” 





The standard form of r 
from the stock department 
in Figure 1. It gives all the 
information regarding the 
its application, and the 
used. If it is required for 


lar factory order or sales « 
order number is also records 
used for reference in cas« 
later inquiry from factory 
mer or sales representative 
ing the status of the order 
manufacturer’s product 
found more satisfactory in 
preference is also indicated 
Requisitions for special 
from departments other th: 
are made out on the form sl 
Figure 2. These are numbe! 
secutively, and are made 
plicate, the carbon cop) 
tained in the department 
ter of record. The descriy 
such materials is generally 
tailed than on standard sto 
for which there are specific 


11 


file and precedents to foll 


the authorization for tl 


m 
is noted on the requisition 
wise the information foll 
same general lines as on the 
tions for stock. 

The requisitions come to t 
chasing agent’s desk accon 
by the record of the previo 
permitting a check on be 
fications and experience. 
fications have been chat 
they are constantly 
change—or if the product 
the material is required is 
placed in the company 
some later development, 
has been noted on the last or 
automatically comes to thx 
attention. 

With this information 
some orders can be issued 
ately, and are turned over 
proper clerk for writing 
may require a search for a 
or a request for quotation 
by letter or wire dependin; 
urgency of the particular ca 

The purchase order (Figt 
a four part form, made out 
electric typewriter with cont 
forms interleaved with one-t 
bon. The original and du 
(white) are sent to the vend 
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duplicate to be returned as an ac- 
knowledgment, with promise or esti- 
mate of the delivery date. 

The triplicate (green) is the office 
copy. It contains a space on the 
front for indicating that it has been 
acknowledged and entered in both 
the firm name record and the price 
record, as soon as these operations 
are completed. The back of the 
form is ruled for a complete history 
of the transaction, as to follow-up 
(date and action); receipt (date, 
quantity and total, weight, and 
transportation charges); and in- 
voicing (date of invoice, date passed, 
amount, and total). 

The quadruplicate (pink) goes to 
the stock and production depart- 
ments so that their records may 
show that the material has been 
ordered. It is then passed along to 
the receiving clerk to await the ac- 
tual receipt of material. The back 
of this copy is ruled to carry the 
complete receiving record—date, 
quantity, weight, balance due, re- 
ceived by, method of transporta- 
tion, and transportation charges. 
There is also a block for the use of 
the inspectors, with the headings: 
Accepted, Rejected, Gauged, Mea- 
sured, Tried, Work Sheet, Percent 
Inspected, Foreman’s OK of Im- 
perfect Work, and Inspector’s Signa- 
ture. A _ partial receiving report 
(Figure 4) is made out for each 
partial shipment. The white origi- 
nal’ is sent to the purchasing de- 
partment as notice of arrival; the 
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pink duplicate goes to the inspec- 
tion department along with the 
material to be inspected; a yellow 
triplicate copy remains in the re- 
ceiving department as a record. 


Rejections 


If the material is accepted, it is 
delivered to the stock department. 
The pink receiving report is sent to 
the stock record department for 
their information and to the pur- 
chasing department so that the 
satisfactory delivery may be noted 
on the office copy of the purchase 
order, and the receiving copy of the 
order may be properly filed. If for 
any reason the material is rejected 
as unsatisfactory, the purchasing 
department is notified. 
sponsibility of the purchasing agent 
to take up the matter with the sup- 
plier, arranging for replacement of 
the material, obtaining shipping in- 
structions for its return, or securing 


It is the re 


permission to make whatever opera- 
tions are necessary for putting the 
material into acceptable condition 
at the vendor’s expense. 

Any returns of this nature, and 
billing the vendor in connection with 
them, are handled in the purchasing 
department. 
come forward, a supplementary re 


If replacements are to 


ceiving report is made out, identify- 
ing the order. When the shipment 
is received, one copy goes with the 
material and the other is returned 
to the purchasing department as 


notice to stop the follow-up. 


and for special items 
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Office Records 


As soon as the purchase order 
is made out, a folder (Figure 5) is 
started, for the purpose of carrying 
the complete documented history 
of the transaction. It is numbered 
to correspond with the purchase 
order number, and is kept in an 
active file until the order is com- 
pleted, then transferred to a per- 
manent file. Up to the time the 
order is complete, it serves as the 
tickler for follow-up. 
When it is complete, it will contain 
the requisition, the quotations on 


systematic 


which the order was placed, corre- 
spondence pertaining to the order, 
the green office copy of the order 
with all entries made thereon, the 
acknowledgment from the vendor, 
the partial and final receiving re- 
ports, duplicate of the invoice, bills 
of lading, shipping copy for rejected 
It is a blue folder, 7 
x 9'/. inches, the projecting top 


material, etc. 


edge carrying the identifying order 
number and a series of numbers from 
1 to 31 corresponding to the days of 
the month, which are tagged for 
purposes of follow-up. 

The first step in recording the 
order is to make out a small 3 x 5 
index card showing the purchase 
order number and the requisition 
number if there is one. Also a visi- 
ble index card which lists the pur- 
chase order number and the sales 
order if the material is for a particu- 


lar job. These two records carry no 
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SHIP TO - 
- 1 a commodity price record. The 
, we two slightly different forms 
ee _ SALES ORD. NO REO. NO = = : 
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. . . ° | 
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ted records regardless of how an inquiry 
is received. 
top The order is then entered in a 
der record arranged in loose leaf books, 
om alphabetically by the vendors’ firm 
; of names. This form (Figure 6) car- 
lor ries as general information the name 

and address of the vendor and the 
the usual terms on transactions with that 
XO company. Each order is entered 
ase by date, purchase order number, de- 
10n scription, part number, and sales 
1S1- order number if any. In addition 
ur- to serving as an index when refer- 
ales ence is made only by the supplier’s 
icu- name, it indicates the volume of | 
oo ial , : E . This folder, keyed for follow-up reminder, carries the whole story of the transactio: 
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telligent purchasing in any case. 
The additional reference value that 
results from keeping them in this 
form, supplemented by the cross in- 
dex by requisition and sales order 
numbers, has proved itself many 
times and is one of the factors that 
has made this department a real 
service department to the organiza- 
tion. If salesmen, shop men, ven- 
dors, and customers could be edu- 
cated to completeness and accuracy 
in every reference to a material 
item, some simplification might be 
in order. Meanwhile, the present 
plan is a time-saver and a great 
convenience, at the expense of only 
slight extra effort at the time the 
original entries are being made. 

The next step is to determine a 
follow-up date, based on information 
supplied with the quotation in some 
instances, or upon the judgment 
and experience of the purchasing 
agent. This is entered on the back 
of the office copy, and a visible signal 
is placed at the proper point along 
the edge of the folder, which is now 
placed in the active file. 

Every morning, a clerk goes 
through the file and takes out the 
folders indicated for follow-up on 
that day. It may be that the ma- 
terial has already been shipped, or 
a delivery promise has been made 
that is 
satisfactory to the planning depart- 
ment even though slightly behind 
the date originally noted for action. 
In either of these cases, the fact 
will appear from entries on the order 
form and no action is required at 


in the acknowledgment 
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the time. If a routine follow-up is 
in order, it is taken care of by the 
clerk and the signal is advanced to 
the next appropriate date. If there 
is urgent need for delivery, it is re- 
ferred to the assistant purchasing 
agent for immediate and intensive 
action to expedite the shipment. 


Invoices 


The purchase order calls for in- 
voices to be furnished in duplicate. 

The two copies go first to the 
price clerk in the purchasing de 
partment, who enters the prices in 
the commodity price record book, 
noting on the invoices, any change 
from the previous charge for the 
same material. If the price differs 
from the quotation, previous order, 
or notice of price change, it is taken 
up with the supplier for explanation 
or adjustment. Next, the invoices 
are placed in the purchase order 
folder and a clerk duly completes 
the checking as to quantity billed 
and received. 
entered 


The price record is 
the the 
back of the green office order copy, 


from invoice on 
along with the receiving reports, and 
the entire folder goes to the pur- 
chasing agent for his information, 
check, and signature. The invoices 


are sent to the cost department 
for a check of the extensions and 
for the pricing of sales orders. 
The original then goes to the ac- 
counting department, where it is filed 
under the date on which it should be 
paid to secure the cash discount. 
The duplicate copy returns to the 
purchase order folder as a part of 


the permanent record. 


The folder remains in the active 
file until the receiving copy of the 
order is returned, showing com- 
plete delivery, and in any case where 
returnable containers are concerned, 
until the return has been made and 
credit received. It is then trans- 
ferred to the completed order file. 


Catalog File 


An important source of informa- 
tion maintained in and by the pur- 
chasing department, but available 
to all departments, is an extensive 
and up-to-date file of manufacturers’ 
catalogs. Each catalog is identified 


by number and arranged in nu- 


merical order—the larger catalogs in 
the smaller 
ones, with pamphlets and bulletins, 


in vertical 


a sectional bookcase, 


files. 
The entire catalog library is indexed 


correspondence 


on a3 x 5 card record, by manu- 
facturer’s name and by product. 
Whenever a catalog is removed 
the “Out” 
inserted in proper 


from file, an card is 
the numerical 
position, showing the date, the per- 
son using it, and the date returned. 
This plan permits the material to be 
located even while it is in use and 
encourages its prompt return so that 
the file may be complete at all times. 
If a particular catalog is in more or 
less constant demand by some de- 
partment other than purchasing, 
an extra copy is obtained in addi- 
tion to the regular file copy. 

The same “Out”’ card is used in 
connection with the file of purchase 
order folders. 
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There is a Gaylord plant or 
sales office in your territory. 


When your products travel in Gaylord B 
you can be certain they will arrive at you 
tomer’s door in the best of condition. 

Every new Gaylord corrugated or solid 
shipping box is designed by highly sk 
packaging specialists, built of tougher mat 
and put through exacting laboratory test: 
result is hundreds of satisfied users wh: 
learned to have confidence in the famous 
lord ‘‘Margin of Safety’’. 

Let Gaylord help solve your shipping 
lem. Write today for facts and figures or 
we have done for your industry and w! 


can do for you. 


GAYLORD CONTAINER CORPORATION 


GENERAL OFFICES: SAINT LO 
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IG IRON IS THE Cinderella among 
| metals. An ugly dirt color, 
it has none of the regal appearance 
of copper for instance, the “red 
metal.’”’ Except where a blast fur- 
nace is tapped at night and the 
white hot iron and slag emerge in a 
galaxy of sparks, there is not much 
that is spectacular about the process 
of making pig iron. It does not com- 
pare as to thrills with the Bessemer 
converter from which flames forty 
feet high emerge as the current of air 
is being forced through the exceed- 
ingly hot metal. 

One of the few times that the 
writer has seen pig iron recognized 
in aesthetic circles was on a Broad- 
way stage many years ago when the 
hero was a traveling salesman for 
basic pig iron. As usual, the play 
was wrong as to technical details, 
since makers of basic pig iron do not 
employ traveling salesmen. The 
buyers of basic are so few that 
mobile salesmen are not necessary. 
Foundry pig iron, or that consumed 
by thousands of foundries through- 
out the United States, is something 
else again. 

Basic pig iron is that used for con- 
version into steel, while foundry iron 
is logically for use in the foundries 
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Pig Tron 


without further change in its chemi- 
cal properties. Most steel com- 
panies make their own basic pig 
iron. But from the standpoint of 
business barometers, all pig iron is 
basic. Iron is a basic commodity 
and more elaboration to prove the 
point is unnecessary. 

Three feet from the point at which 
this article is being written is a 
cast iron radiator, which contains 
hot water supplied by a cast iron 
boiler in the cellar. The typewriter 
on which this article is written con 
tains cast iron parts. Cast iron is 
merely pig iron molded into more 
practical forms. 

For many years Col. Leonard P. 
Ayres, of the Cleveland Trust Com- 
pany, famous economist, used pig 
iron production over the years as 
his principal single barometer of 
industrial activity. He found that 
the steady expansion in pig iron 
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production over the decades of the 
past two or three generations cor- 
responded very closely with other 
factors of industry and per capita 
consumption. 

However, in recent years pig iron 
production has not been the infal- 
lible barometer that it was a few years 
Until about 1910 pig iron was 
virtually the only raw ferrous ma- 
terial. With the ascendancy of the 
open-hearth furnace over the Besse- 
mer converter, however, pig iron has 
been compelled to share prestige 
with iron and steel scrap. The in- 
vention of the open-hearth made it 
possible to use large quantities of 
scrap until today the average charge 
into the furnace is half scrap and 
half pig iron. 

Again, during the past ten or 
twenty years pig iron has become 
for many producers a by-product 
rather than the main product. Such 
is the case with the furnace at Troy, 
N. Y., for instance. The main pur- 
pose of the producing company is to 
supply Troy and perhaps other ad- 
joining cities with gas. Coke is the 
first by-product which is sold as 
such for industrial and domestic 
heating, but there is still a surplus 

Continued on page 60 
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Parker-Kalon Corporation, 206 Varick Street, New York 


PARKER-KALON 
Coled-forge SOCKET SCREW 
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Supply 


BURLAP 
aa 


agp AT CALCUTTA MILLS is 
brisk. U.S. stocks at the end of 
September amounted to 228,891,000 
yards—approximately three months’ 
supply—plus 112,262,000 yards afloat 


COAL 


ITUMINOUS COAL PRODUCTION during 
B October was at an average rate of 
slightly more than 9'/, tons weekly, 
tapering off somewhat toward the end 
of the month. Production for the year 


to date is running 7'/.% ahead of 1936 
Industrial inventories are ample, deal- 
ers’ stocks rather heavy, Lake ship- 
ments lagging substantially behind a 
year ago. There is currently a surplus 
of industrial screenings at mines. 


COPPER 


OMESTIC STOCKS OF COPPER IN- 
|) one 18,137 tons, to 114,320, 
during September, the sixth successive 
month to show an advance. Though 
foreign stocks were slightly down, the 
world figure was up 13,427 tons to 
344,730, the highest figure since last 
December, but representing less than 
three months’ supply. Domestic out- 
put was down about 9% to 83,740 tons 
for the month. Consumers’ stocks are 
ample but not excessive. 


COTTON 


FYNHE GOVERNMENT’S REVISED Oc- 
I TOBER crop estimate was up to 17,- 
573,000 bales, second only to the 
1926 record. Crop condition is re- 
ported as 79% of normal, and the 
indicated yield of 249.3 pounds per 
acre is far above any previous realiza- 
tion. The indication is for a further 
advance in the November estimate, as 
favorable weather conditions have been 
general. The Census Bureau shows 
consumers’ stocks up 3% to 991,224 


bales, and stocks in public storage and 
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THE MARKET PLACE 


A quick review of the market 


noting major developments in 


supply, demand and prices of 


selected basic commodities 


Demand 


YEPTEMBER CONSUMPTION WAS UP to 
ne) 79,175,000 yards. Demand is i 
regular—trading generally light, some 
speculative activity, and improving 


spot sales 


EFORE THE MIDDLE OF THE month 
B it was apparent that stocking up 
in advance of fixed minimum prices 
and the freight increase had about run 
its course, and demand returned to a 
‘for use”’ basis, which was disappoint 
ing in volume. The industrial user 
now faces many uncertainties, foremost 
among which is the general business 
recession, and the net result’ is a re 
luctance for further forward commit 
ments. 


OPPER SALES CONTINUED LIGHT in 
+ October, the month’s total being 
only about 20,000 tons, and indicating 
the accumulation of a considerable po 
tential demand. The majority of ton 
nage is specified for December delivery 
Sales of copper and brass products by 
fabricators are reported as being down 
15% from third quarter levels. For 
eign demand for copper was brisk 
throughout the month, sales reaching 
about 100,000 tons for the month 


OMESTIC MILL CONSUMPTION OI 
D COTTON during September was 
601,937 bales, down slightly from Au 
gust but much heavier than had been 
anticipated. Active spindles in Ox 
tober were down about 2% Demand 
for coarse gray goods spurted sharply 
about the middle of the month, with 
two days’ sales amounting to 25 million 
yards, chiefly for fourth quarter de- 
livery, and consisting principally of 
print cloths and carded broadcloths 
Exports fell off and are now behind the 
record of last year. 


Market 


peal PRICES SHOWED STEADY im- 
| provement throughout the month, 
a series of minor upward adjustments 
bringing the entire list up from 5 to 10 
points. 


 ahegte TOWARD THE DETERMINA- 
rION of minimum prices under the 
National Bituminous Coal Commission 
has been slower than anticipated, and 
it now appears unlikely that the sched- 
ules and classification will be ready 
before the middle of November. Hear- 
ings are under way at Washington, 
looking toward correlation of prices 
within the major producing area 
Meanwhile, the freight rate increase is 
expected to add another sixty-two 
million dollars annually to the indus- 
trial users’ coal bill. 


YOR THE GREATER PART OF THE 
I MONTH, copper was sold on a dual 
price structure of 12 and 13 cents, but 
in the closing week mine producers 
standardized at 12 cents, whereupon a 
leading custom smelter began quoting 
115/,, and the market was down to 
11 cents in the first week of November. 
Scrap copper ended the month at 83/, 
cents, the normal equivalent of 101/, 
cents in the primary market. Domestic 
brass ingot and wire products were 
reduced from */, to 11/2 cents. 


\ POT COTTON PRICES DROPPED 
Ss abruptly, by $2 a bale, following 
the government’s crop report. They 
rallied at mid-month on the proposed 
farm legislation and prospect of a dras- 
tic curtailment program. During the 
last two weeks there was a steady price 
decline, easing with stock market weak- 
ness. Textile prices were off '/s to 1 
cent during the month, but costs are 
likely to advance under the influence of 
wage and hour legislation and the re- 
vival of processing taxes to make the 
agricultural program self-supporting. 
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OFFICE SUPPLIES & EQUIPMENT 








PASTE & MUCILAGE 


Write for samples of our inexpensive desk 
jars, and get our low prices on ADHESIVES 
before you buy elsewhere. 

We have been supplying institutions, gov- 
ernment departments and large business 
organizations for more than 50 years. 


Address Package Dept. 


THE ARABOL MFG. CO. 
110 EAST 42nd ST. NEW YORK 

















NON-STICK 


An Entirely New and 


‘a 
fant ; 
OF Different Pen and 
i, Pencil 


CARBON PAPER 


Will not stick, ‘“‘tack’’, smudge nor 
blue. Outstanding advantages: 
Greater Wear ... Clearer impressions 
..- Deeper, more brilliant colors . 
Blue and Purple. 





COLUMBIA RIBBON & CARBON MFG. CO., INC. 
Main Office and Factory: Glen Cove, L. I., N. Y. 





TRINER 


Shipping Room, Parcel Post, Mail, Packing, Count- 
ing, Storeroom, Production, Food Products, Industrial 


ey a 


Over 150,000 TRINER 
SCALES in U. S. Postoffices 


Designed for extraordinary weighing requirements 


—write today for literature and details 


TRINER SALES CO. 


1441 Merchandise Mart, Chicago, Illinois 
DISTRIBUTORS IN ALL PRINCIPAL CITIES 


ARE WE ON YOUR 
LIST OF SUPPLIERS 


for 
Loose-Leaf 
BINDERS 
INDEXES 
and FORMS? 

Send for Complete Catalog 
THE C. E. SHEPPARD CO. 
4401 21st Street 
Long Island City, N. Y. 


Views 














America’s Leading Firms 
Protect Shop Orders with 


NEW TRANSPARENT 
CELLULOID HOLDERS 


Proof against fire, water, oil, grease, dirt, rough 
handling. Any size or style. Send your form. 
We will make free sample to fit. 


Also used as envelopes for price lists, bulletins, 
charts, diagrams, tags, stock room records, draw- 
ings, specifications, catalogs, indentification cards. 


JOSHUA MEIER, Inc. 
36 East 10th St. New York, N. Y. 


ERFECT STAPLING 


"aur. 





Complete Inside Accessibility is the only real 


against jamming, anc the Swingline Speed Fa 
the only stapling machine that has it. Hence 
host of Swingline users are daily enjoying 
stapling, confident in the knowledge that 
however faulty, can delay perfect operation | 


it takes to open up and dump it out. 

Uses standard size (Not Patented) staples. | 

pins. Two desk models. Two hand-pliers 
PARROT SPEED FASTENER CORP 


37-18 Northern Bled. Long Island City 

















THE GENERAL MANIFOLD 
& PRINTING COMPANY 


Franklin, Penna. 
Specialists in the Manufacture of — 


Carbonized flap pay envelopes 
Social Security Payroll Voucher Forms 
Recording Beam Scale Tickets 


Ready-for-use Duplicating forms of 
all kinds 


Typewriter, Pencil & Hectograph Car- 
bon Papers 


Teletype Paper Rolls 
“EVERTHING THAT'S CARBONIZED"’ 
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MILLER LINE CARBON PAPER 


Made in a complete variety of grades, weights and 
finishes, in all standard colors, and sizes. 


MILLER LINE INKED RIBBONS 


Made regularly in all standard colors and standard 
color combinations, record or copying, in seven de- 
grees of inkings 


MILLER LINE STENCIL INKS 


Made for Rotary Duplicating Machines—open drum, 
closed drum, fountain feed, portable. 


MILLER-BRYANT-PIERCE CO. 
AURORA, ILLINOIS 


Direct Branch Service Everywhere 





The advantages of 
EYE-EASE RECORDS 


@ Clearly and definitely proven in a 
new booklet entitled - - “Smiling 
Eyes”. Let us send you a free 


copy. 


@ Write 
us for 
your 


COPY 





NATIONAL 
BLANK BOOK CO. 


HOLYOKE, MASSACHUSETTS 


re 





The Original 
OUTLOOK 
ENVELOPES 


ESTABLISHE 


The Stand ra 


Glassine or Cellophane Tra 
A Size and Style for Every | 
Pears FOR PRICES AND SAM 


Outlook Envelope Co. 





1003 W. Washingto yn St. 















FACTORY REMANUFACTUF 


ysewooo 


Not rebuilt but COMPLETELY REMANUFA 
with only genuine Underwood replace ; 
CHROMIUM trim—EVE-EASE boy! ard—N ' 
front panel and many other ou nding fe | 
machine performance. FULLY GUARANTEED 


World's Finest Remanufact 





THE WHOLESALE TYPEWRITER 
Factory & General Offices 
233 SPRING ST. NEW YORK 
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IRON and STEEL 


ye L INGOT PRODUCTION was cur- 
W tailed during October, dropping 
from a rate of 66.1 in the first week to 
51.7 in the closing week, with a further 
drop to 48.6 in early November. This 
figure is the lowest recorded since 
March, 1936. It is estimated that the 
fourth quarter average will be around 
50%. Production is substantially be 
low consumption, indicating the exis- 
tence of inventories beyond earlier esti- 
mates, both at mills and held by con- 
sumers, and a general policy of reduc- 
ing these inventories before the year 
end. Production was steadying at the 
end of the month. Birmingham, at 
64%, is the most active section, 
Pittsburgh is operating at 42%. 


LUMBER 


UMBER OUTPUT SLUMPED further in 

4 October, dropping 11%, 6%, 3%, 
and 4% in successive weeks. The rate 
is now at 68% of the 1929 weekly aver- 
age. Output for the year to date is 
7% above 1936, but current activity is 
below the rate of a year ago. 


NAVAL STORES 


HE NAVAL STORES conservation 
gp boiler for 1938 has been approved 
and announced by the Department of 
Agriculture, following a conference with 
representatives of the American Tur- 
pentine Farmers’ Association. Pro- 
ducers in North Carolina, South Caro- 
lina, Georgia, Florida, Alabama, Missis- 
sippi, Louisiana and Texas—repre- 
senting 70% of world production—will 
be given an opportunity to participate, 
and it is estimated that payments 
under the plan, on the basis of 80% 
participation, will amount to $1,300, 
000. It contemplates working only 
the larger trees, under approved prac 
tices, and otherwise protecting the 
growth of the pines. Central adminis 
trative offices will be established in 
Atlanta, with district offices at Jack- 
sonville, Pensacola, and Savannah 


PAPER 


ras DOWNWARD TREND in paper 
production continued during Oc- 
tober. The average rate on paper 
dropped to 71.7% and on paperboard 
to 64%, new lows for the year, 21% 
and 28% respectively below the spring 
peak. Most significant development 
was the drastic reversal of the advanc- 
ing trend in newsprint production. It 
is now apparent that consumers’ 
stocks, accumulated in anticipation of 
the higher contract prices for 1938, 
have grown to unexpectedly large pro- 
portions 
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poe PURCHASES WERE in smaller 
volume but relatively steady, and 
there is a reasonable feeling of confi 
dence with the stability of the price 
structure well estalished The gen 
eral policy in the automobile industry 
is to maintain stocks on a three to four 
week basis. Consumption has fallen 
off only 20% from the high spring 
levels. Light steel products for con- 
sumer goods industries are the more 
active. Pig iron demand is exceedingly 


\ 


HIPMENTS AND NEW ORDERS were 





both running substantially under 
production at the end of the month 
In the building industry as a whole, the 
gain for the year to date, measured by 
contract awards, is about 12%, and is 
reasonably in balance with current 
output of materials 


EMAND FOR TURPENTINE was slug 
Den throughout the month, and 
volume of sales was only moderate 
Rosin sales were brisk in the first half, 
but tapered off in the closing weeks. A 
hand-to-mouth buying policy still pre 
vails in this market 





“\EMAND HAS BEEN GENERALLY dis- 
f conentony Book and writing 
papers reflect moderate consumer de- 
mand, but boxboard and specialties 
for the holiday trade have been in less 
than seasonal volume. Kraft papers 
have been most active. Consumption 
of newsprint continues at a brisk pace. 
Export trade is maintained at a rela- 
tively high pace. 





Market 


yes QUARTER PRICES were an- 
nounced on October 15th by the 
Steel Corporation, reaffirming the 
greater part of the schedule without 
change. There was considerable shad- 
ing of prices by jobbers in the New 
York metropolitan area, generally at- 
tributed to an effort to reduce large 
stocks. The scrap market was con- 
sistently weak, due to the sharp de- 
cline in producing operations. No. 1 
heavy melting steel, which was quoted 
at $22 only a few weeks ago, was down 
to $16-16.50 by the middle of the 
month, and to $13-13.50 at the close. 


UMBER PRICES WERE DOWN, in both 
hardwoods and softwoods. Oak 
flooring, after holding steady at $88 
for the greater part of the month, 
dropped abruptly to $78 in the closing 
week Southern pine went from 
$22.92 to $21.90 at mid-month, and 
held at the latter figure 


FYXHERE WERE MINOR FLUCTUATIONS 
l in the naval stores market for Oc- 
tober. Turpentine recovered strongly 
from the collapse of September, and 
held around the 33 cent level for the 
first half of the month. There was a 
recession in the closing week to 31!/2 
cents, a figure about midway between 
the year’s high and low quotations. 
Rosin prices sagged slightly in the early 
weeks, but plunged to $7.50 (B grade) in 
the final days, showing a net loss of 
13!/2% for the month. 


rJXHE GENERAL PAPER LIST is un- 

| changed from a month ago 
Chemical pulp, news and chip boards, 
are down; kraft liners and binders 
boards are firm at higher levels. News- 
print contract prices for 1938 have been 
announced at $50, with the Great 
Northern quoting $48 for the first half 
and $50 for the second half deliveries. 
The new level is generally regarded as 
satisfactory by the producers, as there 
had been some indication that a lesset 
advance would be announced by the 
Great Northern. The $2 differential is 
not expected to disturb the marketing 
situation. 
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large STAPLING MACHINE 
: - Specially designed wih long top for 
con- Regardless of age or condition— . . . : 
» de- towards the purchase of a NEW ‘RFI’ convenient use of directories, rating 
fo} m, MARKWELL STAPLER books, ledgers, and similar large books 
uoted ss Sher-Man Models 34 and 35 Stands not only facilite 
5 use of large reference books, but protect them from a 
down ad cidental damage. These strong, lightweight 
have highgrade tubular steel frames, electrically welde 
f the ow = and correctly braced, and wooden tops Mod 
se nh —— top 1742 x 24 in., Model 35 top 14 x 28 i: 
sill = nished with four rubber tired casters or four rubbe 
SS Write for FREE as specified. Can be equipped with flush 
3 a“ Demonstration! and wood or metal drawer, when required 
by tee “* MARKWELL MFG. CO., Ine. tg A 
MANIFOLD SUPPLIES CO. 200 Hudson St., New York, N. Y. Depot. O ing these at 
188 Third Avenue Brooklyn, N. Y Sher - Man 
steel sta 
both SHERMA 
Oak MANS <¢ 
> GOS SELL YOUR USED EQUIPMENT MFG 
onth, We are in the market for Bookkeeping, Calculat- 619 South kK 
osing ing, Typewriting, Adding, Addressing, Dictating Avenue, Chica 
and Duplicating Machines. Good prices. 
from 
and INTERNATIONAL OFFICE APPLIANCES 
328 Broadway ed vic New York, N.Y. — ae ; 
Cable Address ALDDBOUORKAL Shr F02Moe 
S are 
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Supply 
PETROLEUM 


UTPUT OF CRUDE OIL continued to 
O decline through the first half of 
October and then went to higher levels 
in the closing weeks, at an average 
rate of more than 3,600,000 barrels 
daily. Gasoline in storage amounts 
to more than 66 million barrels, 8 
million more than a year ago. 


RUBBER 


HE CHIEF QUESTION IN regard to 
‘Rathe supply today is what quota 
action will be taken by the Inter- 
national Rubber Regulation Com- 
mittee at the November meeting. It 
is generally assumed that the present 
export quota of 90% will be reduced. 
A figure of 85% would probably main- 
tain the objective of world stocks 
equivalent to six months’ supply at 
present rates. But if, for reasons of 
price, a cut to 80% is instituted, any 
improvement in business would pre- 
cipitate an undesirably tight situation. 
Crude stocks in the U. S. are up to 
182,556 tons, up 11% from the low 
point in July, and down 21% from a 
year ago. 


TIN 


we PRODUCTION OF TIN Over a 
twelve-month period amounted 
to 192,868 tons, according to the statis- 
tics of the International Tin Research 
and Development Council, 9!/2% in 
excess of world consumption. The 
International Committee met in Oc- 
tober and considered a drastic cut in 
quotas from 110 to 85% of standard 
quotas, but deferred action until the 
December meeting, pending a re 
appraisal of the supply and price 
situation at that time. October ar- 
rivals in the U. S. were 8,011 tons, with 
6,748 tons afloat as of November 1. 


ZINC 


RODUCTION OF SLAB ZINC has been 

held at about 50,000 tons per 
month, on the strength of a good ton- 
nage of unfilled orders, but the sta- 
tistical picture is changing materially. 
Stocks were up 2,290 tons in Sep- 
tember, the largest increase since July, 
1936, and advanced farther in October. 
The backlog of orders has been cut 
down by more than 28,000 tons since 
September 1. Meanwhile the stream 
of imported metal has increased in 
volume, despite the import duty of 
13/, cents, and it is estimated that 
some 60,000 tons have been brought 
in during recent weeks, so that the 
stringency of spot supplies is no longer 
felt. 
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Demand 


TY\OMESTIC CONSUMPTION of gasoline 
b;. expected to show an increase 
of 10% for the calendar year, though 
the comparison for the closing months 
is less favorable than for the earlier 
season. The bulk gasoline market is 
sluggish. Fuel oil is in brisk demand, 
with consumption expanding and heavy 
foreign buying. 


. 5. CONSUMPTION OF CRUDE rubber 

for the first nine months of 1937 
totaled 441,096 tons, 3.8% ahead of 
1936, but the current rate is less 
active, and it is doubtful whether the 
year’s total will exceed or even equal 
the 1936 record. September consump- 
tion amounted to 43,893 tons, 5.5% 
under September, 1936, and fourth 
quarter consumption is variously esti- 
mated at 130,000 to 135,000 tons 
1938 prospects are uncertain, and 
hand-to-mouth buying is the order of 


the day. 
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EMAND FOR TIN WAS LIGHT, but 
D improved during the closing weeks 
The gradual withdrawal of supplies 
out of Commodity Exchange ware 
houses is taken to indicate a move 
ment into actual consumption. Tin 
plate production is being maintained 
at 80 to 85% of capacity as compared 
with 100 to 105% during the first half 
of the year, but is still one of the 
brighter spots in the industrial picture 





— ORDERS IN OCTOBER were the 
smallest in many months, probably 
not over 5,000 tons, though consider- 
able metal was taken on previous con 
tracts. Since unfilled orders represent 
two to three months’ consumption, 
there is no great potential demand now 
developing, and the market must 
apparently be geared to a lower pace 


Market 


ENNSYLVANIA CRUDE PRICES were 
we 25 cents a barrel early in 
October, and then another 25 cents 
ten days later, but this reduction was 
not followed by other fields. Any 
general weakness is more likely to 
appear in petroleum products rather 
than in crude. 1938 contract prices 
on bunker oil have been announced 
at an advance of 5 cents per barrel. 


a PRICES SAGGED throughout 
the month, being almost without 
support from factory buying. There 
was considerable resistance to the 
decline, with a fair recovery on every 
indication of factory interest, so that 
fluctuations were relatively wide in 
the daily market record, but the trend 
was decidedly down. In the closing 
week, the spot market went below 15 
cents for the first time since January, 
1936. December futures were down to 
14.77 cents, a drop of 46% from the 
high of last March. Tire prices are 
up 2 to 6%, the advance being an- 
nounced as an adjustment due to 
manufacturing costs. 


TT PRICES PLUNGED abruptly down 
ward in October, along with the 
general decline in metals. From a 
stabilized level of 60 cents only a short 
time ago, and a fairly firm market 
above 55 cents at the beginning of the 
month, the white metal went down to 
a new low for the year at 477/s cents, 
and ended the month at 48. Contrary 
to the experience of some other metals, 
business volume showed considerable 
increase at the lower figure. Tin plate 
prices for the 1938 canning season have 
been withheld, presumably awaiting 
an indication of the level at which tin 
prices will again stabilize. 


pee SUCCESSIVE PRICE reductions 
of $5 per ton carried zinc quota- 
tions down from 6.50 to 5.75 cents per 
pound, East St. Louis, during October. 
Producers generally have followed to 
the lower levels, though reluctantly. 
The bulk of current shipments, placed 
on forward orders when the price 
ranged as high as 7.25, are being billed 
on the average price basis, calculated 
on the spot prices during the month 
previous to delivery. Current prices 
are more nearly in line with London 
quotations than for some time past. 


PURCHASING 











18) 


were 


ly in 


cents 


nm was 
Any 
ly to 
rather 
prices 
unced 
‘rel. 


ghout 
ithout 
There 
» the 
every 

that 
de in 
trend 
losing 
ww 15 
luary, 
wn to 
n the 
‘S are 
g an- 
le to 


lown 
1 the 
om a 
short 
arket 
of the 
vn to 
‘ents, 
trary 
etals, 
rable 
plate 
have 
1iting 
‘h tin 


‘tions 
uota- 
S per 
ober. 
-d to 
ntly. 
laced 
price 
villed 
lated 
ionth 
rices 
ndon 
st. 


SING 





Obituary 


FRED P. VAN WICKLIN, 47, Pur- 
chasing Agent for the McLaren 
Screw Products Co., Detroit, since 
the company was organized, died 
on September 28th after an extended 
illness. 


JosePpH McCaman, 43, Purchas- 
ing Agent for the Home Ice Co., 
Long Beach, Calif., died suddenly 
on October 15th. 


ROBERT CROASDALE, 80, who was 
purchasing agent for the Solvay 
Process Co., for twenty-four years 
prior to his retirement from active 
business in 1908, died at the Syra- 
cuse (N. Y.) Memorial Hospital, 
October 15th following a brief ill- 
ness. 


Inventories Down 


HE definite downward trend 

.in manufacturers’ inventories 
is likely to persist through the 
fourth quarter unless a sharp re- 
versal of business trends is seen 
before the turn of the year. There 
are several contributing factors to 
this policy. 

(1) At lower rates of operation, 
a smaller inventory represents equal 
coverage as to time. 

(2) Inventories were high during 
the early summer, and though some 
curtailment was in effect during the 
third quarter, the hope of a pick-up 
after Labor Day retarded a more 
drastic policy of retrenchment. 

(3) The approaching year-end 
inventory period is generally ac- 
companied by a reduction in stock 
on hand, and many concerns will 
be particularly anxious to take 
their inventory losses 
calendar year. 


during the 
Buyers are not unaware that 
present commodity market condi- 
tions offer favorable purchase op- 
portunities in many fields, and that 
moderate forward buying may prove 
to be a profitable policy from the 
long range view, but general un- 
certainty suggests the advisability 
of a waiting attitude, 
buying 


and a real 
movement will probably 
depend on the development of actual 
sales. 
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.» BY CUSTOMERS 


To gain a customer's appro 
of every manufacturer. Du 
50 years HINDE & DAUCH 
an important part in securi: 


acceptance for thousands 


turers ... by supplying shippi 


that protect, advertise, and m« 


their contents. 
look modern, are modern 


cost no more. 
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HINDE & DAUCH Corrugated Shipping Boxe: 


IN Proticts ; 


THE HINDE & DAUCH PAPER 
340 DECATUR ST., SANDUSKY 
Send me your FREE book,“Modern Shipping 
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FOR MANY SHIPMENTS 
THE CONTAINER IS THE 


Siguode System 


® Savings in shipments by bundling can- 
not always be detected in the shipping 
room alone. 


Bundling and its savings, in many cases, 
actually begins at some point ahead of 
the shipping room. 

Managementknows its product and its pro- 
cessing. The Signode engineer in the field 
—one in your territory—knows bundling 
and savings possibilities with strapping 
from Signode’s application experience in 
over 350 different industries. Wherever 
management, or its executive, has inves- 
tigated the bundling possibilities with the 
Signode engineer, there has been a big 
percentage of successful bundling and sav- 
ings applications adopted. 





Tradition is broken in the silk finish- 

ing industry. Signode gives the shipper 

complete protection with steel—at the 
same time a new low cost bundle 





This Signode container bundles auto- 
mobile mufflers—an average certified 
savings to the shipper of 7c 


Consult your ’phone directory to call in 
the Signode engineer. Or, write or wire us 
for more examples of bundling adopted in 
your industry. 


SIGNODE STEEL STRAPPING CO. 


2602 N. Western Ave., Chicago, Il. 


371 Furman St., 454 Bryant St., 
Brooklyn, N. Y. San Francisco, Calif. 
Grant Bidg., Pittsburgh, Pa. 





Specifications 
for Paper? 


ib the file of standard commodity 
specifications, the section on 
writing papers, bonds and _ ledg- 
ers, has for these many years been 
classified as ‘‘unfinished business.”’ 
Uniform standards of sheet size 
and standards of weight have been 
achieved, to the lasting benefit of 
manufacturers, distributors and 


users. The traditional, pictur- 
esque and utterly confusing terminol- 
ogy of the ancient craft of paper- 
making has been superseded by a 
forthright reference to pounds and 
inches, so that the layman has 
found it more intelligible. 


finite multiplicity of rag content 


The in- 


percentages and the like has been 
simplified to a workable and rea- 
sonably comparable basis without 
sacrifice of adequate variety. But 
whenever the talk has come around 
to the definition of quality standards 
in the form of uniform and accept 
able specifications, the obstacles 
have seemed to be insurmountable. 

Buyers who have found the speci 
fication method of value in reference 
to other materials would welcome a 
similar development applicable to 
More than 
twenty-five years ago the govern- 


their paper purchases 


ment, in the role of censumer, es 
sayed to write its own specifications. 
In 1925, the Government Printing 
Office and the United Typothetae 
of America cooperated in testing a 
large number of samples of com- 
mercial bonds and ledgers, and in 
their report incorporated tentative 
specifications that were later 
adopted by the government. 
specifications are not recognized by 


These 


the industry as being an adequate 
answer to the problem, and they 
have been roundly criticized on 
many counts. Government buyers 
do not regard them as perfect, but do 
claim that they are practicable, 
pointing out that scores of manu- 
facturers and jobbers are willing to 


| bid on these specifications in the 


effort to secure the privilege of 
furnishing a part of the govern- 
ment’s very sizable paper require- 
ments. But at best, this schedule 
is a buyers’ specification. No speci- 
fication can be wholly effective un- 
less it has the support and accep- 
tance of a substantial majority of 
both makers and users. 

The subject has again been 
brought to general attention by a 
recent release by the National 
Bureau of Standards, announcing 
that a revised and more complete 
specification has been prepared. 
The interest aroused by this an- 
nouncement has been greatly height- 
ened by the immediate and vigorous 
denunciation of the tentative speci- 
fication by the trade press of the in- 
dustry. 

The announcement has _ been 
somewhat misleading in respect to 
the sponsorship and official status 
of the revised specification. The 
Bureau is quoted as stating that it 
‘has been prepared at the request 
of the National Association of Pur- 
chasing Agents, for the information 
of their members.” As a result 
of that statement, some unjustified 
criticism has been leveled both at 
the Bureau and at the N.A.P.A. for 
an apparent attempt to impose 
something upon the industry. The 
historical background of the present 
specification does not support such 
an attitude. 

Some years ago, a definite pro- 
gram looking toward the develop- 
ment of quality specifications was 
undertaken under a joint sponsor- 
ship representative of manufacturers 
and users, with the Bureau serving 
as the coordinating agency and 
furnishing technical staff and equip- 
ment to carry on the project. The 
mechanics of that undertaking were 
no different than in many another 
standardization project. 
The need or desirability of a speci- 
fication method was _ recognized. 


similar 
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The National Association of Pur- 
chasing Agents was invited to rep- 
resent the consumer viewpoint, as 
it has done in the great majority of 
standardization work on industrial 
materials and products. The in- 
dustry was represented by the 
American Paper and Pulp Associa- 
tion. 

After some preliminary progress 
had been made and a general line of 
approach to the problem had been 
suggested, the industry felt that the 
wiser course of action would be to 
withdraw from the Bureau project 
and to proceed along an independent 
program of research which was con- 
sidered necessary before a_ satis- 
factory solution could be reached. 
That program has been vigorously 
conducted in the laboratories and 
committees of the industry and some 
notable results have been developed, 
though it is unlikely that the com- 
plete objective of practical speci- 
fications and meaningful test meth- 
ods will be attained for some time 
tocome. The earnestness of this ef- 
fort is attested by the fact that some 
$45,000 a year is being expended by 
the industry for the purpose. 

Whatever promise of success was 
inherent in the Bureau’s project at 
the outset, faded when the industry 
withdrew from official participation. 
Specifications, so far as the coopera- 
tive undertaking was concerned, 
seemed to be consigned indefinitely 
to the “unfinished business’ file, 
and a fairly general impression pre 
vailed that the subject was dead. 
However, the government tech- 
nicians in the paper section of the 
Bureau continued their research, 
resulting in the present revision, 
which is offered as a tentative sug- 
gestion, for criticism and review. 
The new specification does not have 
the official sanction or approval of 
the N.A.P.A. It does serve to 
clarify certain issues which are 
fundamental to the problem. 

Technical progress in the pulp 
and paper industry has been ex- 
traordinarily rapid and fruitful in 
recent years. This is true of every 
branch of the industry. Particu- 
larly revolutionary has been the de- 
velopment of alpha cellulose pulp 

Continued on page 49 
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Brunettes have their good points (OW. 

Many light colored, good looking oils 
have little lubricating value; whereas, oils 
darkened by the addition of Grafo colloidal 
graphite will properly lubricate even under 
the most severe conditions. 

Grafo protects your machinery invest- 
ment. Reduces friction and wear. Eliminates 
breakdowns and repairs. Grafo is available 
in concentrated and semi-concentrated forms. 

Today's lubricant for today’s industry. 

y ( 






GRAFO LUBRICANTS CORP. 


GRAFO BUILDING - SHARON. PA. 












Beautifully written letters, like clean- 
cut neat-appearing salesmen, build 
good will for you. Beautiful writ- 
ing is embodied in every Miller 
Line inked ribbon, carbon paper 
and stencil ink. 
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INKED 

RIBBONS 

CARBON 

PAPERS 

STENCIL 

INKS 

EST 

1896 

DIRECT 

BRANCH 

SERVICE 


Service before and after the sale 
provided by the Miller-Bryant 
Pierce sales organization and r« 
search 
adaptation of Miller Line products 
to your specific requirements. 


laboratory, insures perfect 


TYPING TIPS—our house organ, containing valuable advice for Office Folks 
' g 
will be mailed to you regularly, on request. 


THE MILLER-BRYANT-PIERCE CO., 219 RIVER ST., AURORA, ILI 





























tree ee: 





malin ty 8 a 








If —you were going to have 


AN OPERATION 





you would naturally depend 
upon the advice and skill of an 
expert surgeon .. . one with a 
reputation and in whom you 
have confidence. . . . That’s good 
judgment. .. . It’s good judg- 
ment, too, when meeting a dup- 
licating printed form problem, 
or are in need of either carbon- 
backed, or interleaved printed 
forms, to consider an organiza- 
tion which has specialized in 
this class of printing for over 
thirty years and lists among its 
customers many of the largest 
concerns in the country. 


MANUFACTURERS of car- 
bonized papers of all classes, in- 
cluding the KleanKarboN Line 
of typewriter and pencil car- 
bons, Hectograph carbon papers 
for the gelatine and spirit type 
duplicating machines and tele- 
type rolls. Our descriptive 
booklet of MULTIPLEX 
PAPERS (containing samples of 
coated paper stocks) will be 
mailed you upon request; we 
invite your inquiries. 





THE GENERAL MANIFOLD 
AND 


PRINTING COMPANY 


Main Office and Factory 
FRANKLIN, PA. 


District Offices 








Boston New York Philadelphia 
Pittsburgh Detroit Chicago 
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PERSONALITIES 


in the NEWS 


H. F. FEAGANS, for many years 
purchasing agent of the Sperry 
Flour Co., San Francisco, subsidiary 
of General Mills, Inc., has been 
temporarily transferred to Minne- 
apolis as manager of the corpora 
tion’s bag department and to serve 
in an advisory capacity on purchas 
ing matters, succeeding H. S. 
SPARKS, who has resigned as director 
of purchases on account of ill health 
after twenty-two years of service 
with Washburn Crosby Co. and 
General Mills. Mr. Feagans is a 
former vice president of N.A.P.A. 
for the Pacific Coast District. 


R. W. Rowart, Purchasing Agent 
for Robert Mitchell Co., Montreal, 
has been named general manager of 
that company. A. P. HARRISON has 
been appointed purchasing agent. 


R. I. BECKER, Purchasing Agent 
for Howard Bros. Co., Worcester, 
Mass., has been elected vice presi- 
dent of the Worcester Advertising 
Club. 


P. G. BELL, formerly assistant 
purchasing agent at the White Mo- 
tor Co., Cleveland, has been ap- 
pointed purchasing agent for the 
Ohio Crankshaft Co., of the same 
city. 


CLARENCE E. WYLIE has resigned 
as assistant purchasing agent for 
the Springs Cotton Mills, Lancaster, 
S. C., to become purchasing agent 
for the Greenwood (S. C.) Cotton 
Mills. K.C. Etrers succeeds Mr. 
Wylie as assistant to purchasing 
agent W. A. LYNN at Lancaster. 


R. H. PrmpEAux has resigned as 
purchasing agent for the Oregon 
Liquor Control Commission. Ac 
cording to an announcement by 
Otto Runte, administrator, the posi 
tion will be discontinued as a pur- 
chasing officer is no longer con- 
sidered a necessity in the depart 
ment. 


F. S. DENNIS has been appointed 
purchasing agent and technical ad- 
visor for the Shuford Mills, Hick- 
ory, N. C. He was formerly 
superintendent of the Granite Cord- 
age Co. and the Granite Falls Mfg. 
Co. 


NEAL J. CRAIN, formerly assistant 
purchasing agent of the United 
Engineering & Foundry Co., Pitts- 
burgh, has been named purchasing 
agent. G. WALTER SANBORN is vice 
president of the company, in charge 
of purchases and traffic. 


James A. GRAHAM, Purchasing 
Agent of the Dayton (Ohio) Steel 
Foundry Co., is conducting a course 
in purchasing at the Dayton Y. M. 
C. A. College, meeting on Friday 
evenings from October through 
January. 


SYDNEY W. JONES has been ap- 
pointed purchasing agent of the 
Shepard Niles Crane & Hoist Corp., 
Montour Falls, N. Y., succeeding 
the late Adelbert G. Clark. 


FRANK J. Kunst has been ap- 
pointed purchasing agent of the 
American Ship Building Co., Cleve- 
land, succeeding the late Charles 
Hershey. Mr. Kunst has for some 
time been associated with the Buf- 
falo plant of the company. 


PAUL J. Merz has resigned as Di- 
rector of the Department of Cen- 
tral Purchase, Irvington, N. J., to 
enter private business as a partner 
in Merz Bros. Co., Newark, manu- 
facturers of commercial vehicle 
Mr. Merz organized the 
municipal department in January, 
1935, and has headed it ever since. 


bodies. 


Mrs. CATHERINE F. Hayes has 
resigned as purchasing agent of the 
Pawling (N. Y.) Sanitarium, to be- 
come purchasing agent and dietitian 
at the Columbia County Hospital, 
Philmont, N. Y. 
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WorTH WILLIAMS, who has for 
some time been assistant purchasing 
agent for the City of Greensboro, 
N. C., has been appointed City 
Purchasing Agent, succeeding 
GEORGE C. EICHHORN, whose resig- 





inted nation was reported last month. 

Il ad- 

Hick- GEORGE E. ENGELS, Purchasing 
nerly Agent for the Federal Surplus Com- 
eal. modities Corp., has organized the 
Mfg. apple buying program for the cur- 


rent season. GERVASE BORDERS is 
purchasing agent in charge of buy- 


stant ing in Delaware, with offices in the 
nited State Board of Agriculture Building, 
Pitts- Dover, Del., and Davin A. ESPIE 
asing is purchasing agent for Ohio, with 
3 vice headquarters in the Cambrian 


harge Hotel, Jackson, Ohio. 


ALBERT P. HARDLEBEN, Purchas- 
asing ing Agent for the Spaulding Fibre 
Steel Co., North Tonawanda, N. Y., and 








ourse president of the Common Council, 
7. M. addressed a recent meeting of the 
ridav Kiwanis Club in that city, outlining 
rough the development of his company’s 
business. 
n ap- T. RicHARD CROWTHER, City 
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If —you were going to have 


AN OPERATION 





you would naturally depend 
upon the advice and skill of an 
expert surgeon... one with a 
reputation and in whom you 
have confidence. . . . That’s good 
judgment. . . . It’s good judg- 
ment, too, when meeting a dup- 
licating printed form problem, 
or are in need of either carbon- 
backed, or interleaved printed 
forms, to consider an organiza- 
tion which has specialized in 
this class of printing for over 
thirty years and lists among its 
customers many of the largest 
concerns in the country. 


MANUFACTURERS of car- 
bonized papers of all classes, in- 
cluding the KleanKarboN Line 
of typewriter and pencil car- 
bons, Hectograph carbon papers 
for the gelatine and spirit type 
duplicating machines and tele- 
type rolls. Our descriptive 


booklet of MULTIPLEX 
PAPERS (containing samples of 
coated paper stocks) will be 
mailed you upon request; we 
invite your inquiries. 





THE GENERAL MANIFOLD 
AND 
PRINTING COMPANY 


Main Office and Factory 
FRANKLIN, PA. 


District Offices 








Boston New York Philadelphia 
Pittsburgh Detroit Chicago 
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PERSONALITIES 
in the NEWS 


H. F. FEAGANS, for many years 
purchasing agent of the Sperry 
Flour Co., San Francisco, subsidiary 
of General Mills, Inc., has been 
temporarily transferred to Minne- 
apolis as manager of the corpora- 
tion’s bag department and to serve 
in an advisory capacity on purchas- 
ing matters, succeeding H. S. 
SPARKS, who has resigned as director 
of purchases on account of ill health 
after twenty-two years of service 
with Washburn Crosby Co. and 
General Mills. Mr. Feagans is a 
former vice president of N.A.P.A. 
for the Pacific Coast District. 


R. W. Rowat, Purchasing Agent 
for Robert Mitchell Co., Montreal, 
has been named general manager of 
that company. A. P. HARRISON has 
been appointed purchasing agent. 


R. I. BECKER, Purchasing Agent 
for Howard Bros. Co., Worcester, 
Mass., has been elected vice presi- 
dent of the Worcester Advertising 
Club. 


P. G. BELL, formerly assistant 
purchasing agent at the White Mo- 
tor Co., Cleveland, has been ap- 
pointed purchasing agent for the 
Ohio Crankshaft Co., of the same 
city. 


CLARENCE E. WYLIE has resigned 
as assistant purchasing agent for 
the Springs Cotton Mills, Lancaster, 
S. C., to become purchasing agent 
for the Greenwood (S. C.) Cotton 
Mills. K. C. Etrrers succeeds Mr. 
Wylie as assistant to purchasing 
agent W. A. LYNN at Lancaster. 


R. H. PRmpEAuX has resigned as 
purchasing agent for the Oregon 
Liquor Control Commission. Ac- 
cording to an announcement by 
Otto Runte, administrator, the posi 
tion will be discontinued as a pur 
chasing officer is no longer con- 
sidered a necessity in the depart 
ment. 


F. S. DENNIS has been appointed 
purchasing agent and technical ad- 
visor for the Shuford Mills, Hick- 
ory, N. C. He was _ formerly 
superintendent of the Granite Cord- 
age Co. and the Granite Falls Mfg. 
Co. 


NEAL J. CRAIN, formerly assistant 
purchasing agent of the United 
Engineering & Foundry Co., Pitts- 
burgh, has been named purchasing 
agent. G. WALTER SANBORN is vice 
president of the company, in charge 
of purchases and traffic. 


JAMES A. GRAHAM, Purchasing 
Agent of the Dayton (Ohio) Steel 
Foundry Co., is conducting a course 
in purchasing at the Dayton Y. M 
C. A. College, meeting on Friday 
evenings October 


from through 


January. 


SYDNEY W. JONES has been ap- 
pointed purchasing agent of the 
Shepard Niles Crane & Hoist Corp., 
Montour Falls, N. Y., succeeding 
the late Adelbert G. Clark. 


FRANK J. Kunst has been ap- 
pointed purchasing agent of the 
American Ship Building Co., Cleve- 
land, succeeding the late Charles 
Hershey. Mr. Kunst has for some 
time been associated with the Buf- 
falo plant of the company. 


PAUL J. MeERz has resigned as Di- 
rector of the Department of Cen- 
tral Purchase, Irvington, N. J., to 
enter private business as a partner 
in Merz Bros. Co., Newark, manu- 
facturers of 
bodies. Mr. 


commercial vehicle 
Merz organized the 
municipal department in January, 


1935, and has headed it ever since. 


Mrs. CATHERINE F. Hayes has 
resigned as purchasing agent of the 
Pawling (N. Y.) Sanitarium, to be- 
come purchasing agent and dietitian 
at the Columbia County Hospital, 
Philmont, N. Y. 
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WortTH WILLIAMS, who has for 
some time been assistant purchasing 
agent for the City of Greensboro, 
N. C., has been appointed City 
Purchasing Agent, succeeding 
GEORGE C. EICHHORN, whose resig- 


inted nation was reported last month. 

il ad- 

Hick- GrEoRGE E. ENGELS, Purchasing 
nerly Agent for the Federal Surplus Com- 
need modities Corp., has organized the 
Mfg. apple buying program for the cur- 


rent season. GERVASE BORDERS is 
purchasing agent in charge of buy- 





stant ing in Delaware, with offices in the | 
nited State Board of Agriculture Building, | 
Pitts- Dover, Del., and Davin A. ESPIE | 
asing is purchasing agent for Ohio, with | 
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harge Hotel, Jackson, Ohio. 
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F. 0. B. 


(Filosofy of Buying) 


HE FORECASTING fraternity seems to be in a 

disagreement regarding the probable duration of 
the present business doldrums, but are forced into a 
pronouncement by the brave (and usually accurate) 
estimates put forward by the Bureau of Agricultural 
Economics. It is no new situation to be in disagree 
ment, but on one point they are unanimous—that a 
principal factor in prolonging the dull season is the 
Bureau’s forecast. Which makes the current business 
cycle something of a vicious circle. Most adept of the 
hedgers puts forth the helpful suggestion that the out 
look is for uncertainty. 


Time was when a reassuring word from the 
Little White Father at Washington was 
enough to set things promptly on the upgrade. 
But now the seasoned skeptics have taken as 
their motto: ‘“‘Even if you believe it, it ain’t 


’ 
SO. 


URCHASING MEN, cocking a weather-wise eye 

toward the troubled horizon, take comfort in Gib- 
bon’s sage observation: “The winds and waves are 
always in favor of the ablest navigators.” 


Toughest requisition of the season, placed 
on the p.a.’s desk at 4:45 Friday afternoon: 
“Get me four on the 50-yard line for Pitt- 
Notre Dame.” 


ous AS though the governmental buyers are 
always getting into the headlines. Col. Wayne 
Allen, of Los Angeles County, has found a novel way of 
doing it, which may not appeal to many of his confréres. 
He has suggested a reduction of $12,350 in the de 
partmental budget for 1938, on the basis of savings 
in stores operations. The request will probably be 
granted. 


And here’s the orchid that Supervision Leland 
M. Ford pins on the Colonel’s broad chest: 
“T am convinced that we have the finest pur- 
chasing agent in the United States.” 
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This Complex Distribution 


©, the workman told the foreman, 
And the foreman told the stock man, 
And the stock man told the buyer 
That he had to have a monkey wrench 
lo tighten up a nut. 

And the buyer sent out letters 

To the seven local jobbers 

That he had to have a monkey wrench, 
And asked them for their bids. 

And the seven local jobbers 

All submitted their quotations 

And by a strange coincidence 

The bids were all the same. 

But one enterprising salesman 

Came and brought the bid in person, 
\nd the wrench was in his pocket 

So he swapped it for the order 

And went back the way he came 

But an unsuccessful bidder 

Then remembered that his s.m. 

Used to play a Sunday foursome 
And had often bent the elbow 

With a chap that was a v.p. 

In a p.a.’s company. 

So the s.m. put a call through 

And he made a date for Sunday, 
And he added this suggestion: 

“If you're buying monkey wrenches 
Just remember that’s my game.”’ 

So the v.p. told the big boss 

And the big boss told the buyer 

He had acted much too rashly, 

That if prices were no higher 

He should buy from Jobber B. 

So the buyer sent the wrench back 
With a courteous rejection 

And made out another order 

To the new source of supply. 

And the s.m. told the shipper 

And the shipper said, ‘‘I’m sorry, 
We are out of stock on wrenches, 
But for our accomodation 

On this very urgent order 

I know that I can pick one up 

At A’s, across the street.” 

So he sent a special messenger 

lo get the selfsame monkey wrench, 
And sent it to the buyer, 

And he 


And he gave it to the foreman, 


gave it to the stock man, 


And he gave it to the workman, 
And he tightened up the nut. 
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Paper Specifications 
(Continued from page 45) 


from wood fibers, and the resultant 
development of sulphite papers to 
their present quality, usefulness, 
and wide application. The very 
newness of this feature offers one of 
the serious obstacles in the present 
problem, for the stability of paper 
used in the case of permanent rec- 
ords is a major consideration. 
Whereas the older types of paper, 
made from rag fibers, have literally 
centuries of successful experience to 
demonstrate their qualities, no such 
testimony is possible on the newer 
fibers. Well preserved records on 
rag paper 500 and 600 years old are 
commonplace; some specimens 
more than a thousand years old are 
extant. That evidence is irrefut- 
able. On the other hand, the 
commercial development of | sul- 
phite papers has taken place practi- 
cally within the memory of the 
present generation, rapid 
has been this development that 
there is little basis of comparison 
the sulphite 
twenty years ago and today’s prod- 
uct. Moreover, the two fibers 
are largely used in combination, so 
that the technical advances in both 
fields are reflected in a mutual ad- 
vantage, and the whole subject of 
the fiber ingredients of paper is in a 
state of flux scarcely adapted to 
any fixed definition. 

Recognizing this situation, the 
approach to the present tentative 
specifications has been from the 
standpoint of application and sta- 
bility of the paper, irrespective of the 
source of the fiber. The primary 
classification is into four groups, 
ranging from permanent record 
papers to those for temporary use. 
The basis of this classification is 
stability—-defined by stated limits 
in decrease in folding endurance, 
decrease in alpha cellulose, and in- 
crease in copper number, on heating 
for seventy-two hours at a tempera- 
ture of 100°C. Each classification 
is then divided into two grades ac- 
cording to strength. 

In judging the sufficiency of the 
proposed specifications, the first 
issue is whether it is proper to dis- 


and so 


between bonds’ of 
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regard the source of the fiber. The 
industry not concede this 
point. The specification for per- 
manent, semi-permanent and routine 
record papers calls “100% 
bleached chemical which 
is criticized as since 
it would admit alpha pulps derived 
from wood as well as rag fibers. 
Presumably that is the actual in- 
tention, and certainly it could be 
so interpreted. 


does 


for 
fiber,”’ 
“meaningless” 


Granting the basic chemical simi- 
larity, the microscope reveals a 
material difference in the physical 
characteristics of the fibers— 
principally a tendency on the part of 
the wood fibers to lie rigid and 
straight, to break off squarely or 
part way across, and to split length- 
in contrast to the flexibility 
fibrillation of the rag fibers 
which entangle in the formation of 
the sheet. 

There further contention 
that the alpha bond produced under 
the laboratory 


wise, 
and 


is the 


conditions at the 
Bureau is far from the same sheet 
as commercial alpha bond, as shown 
by extensive independent tests in- 
dicating that the findings cannot be 
generally fiber 
papers asa group. The Bureau con- 
tends that any fiber can be spoiled 
by improper manufacture and that 
the source is therefore an inadequate 
basis of quality definition. 


applied to wood 


On the question of whether there 
should be a differentiation within 
the rag fiber group, as between 
papers made of white clip- 
pings and those in which the rags 
may be colored and stained, re- 
quiring preliminary chemical proc- 
essing to get a clean fiber, the in- 
dustry 


new 


is not altogether at one. 
The advances made in stripping the 
fibers of such impurities prior to 
paper manufacture, have been very 
great. It is claimed by technicians 
in the industry that such processes 
do not injure or weaken the fiber, 
and that the basic ingredients from 
such sources are comparable in 
with those from clean 
white clippings which do not re- 
quire the same treatment; others 
profess the necessity of using only 
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When a strong, uniform 
Thin Paper is used in place 
of a heavy, bulky sheet or 
a cheap, flimsy thin paper, 
there is a tremendous saving 


in Typing, Mailing and 


Filing expense. 


The TOTAL SAVING 
involved by using a hgh 
grade, rag content Thin | 


Paper is far greater than the . : 
difference in cost between 


it and a heavy, bulky sheet 
or a cheap, flimsy paper. 


When Typing, Mailing and — 


j 


Filing Costs are included, 


the high grade, strong Thin 
Paper is far more econom- 
ical and satisfactory. 

® * o 


The following are recom- 
mended for Records, Forms, 
Thin Letterheads, Copies, 
Advertising Literature, ete, 


FIDELITY ONION SKIN — 


100% Rag 


AN (@O MO). (0) tes 
100% Rag 


SUPERIOR MANIF 
25% Rag 


Send jot Samples 
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Among the Associations 


OCTOBER 1 


Portland—Meeting of the Oregon Association. 
Coach Bob Mathews of Portland University presented 
the ‘‘dope’”’ on Pacific Coast football teams. 


OCTOBER 5 
Tulsa—Meeting of the Tulsa Association. Talk- 


ing motion picture, ‘‘Progress in Sucker Rods,”’ pre- 
sented through the courtesy of the S. M. Jones Co. 


Seattle—Opening session of the educational course 
in purchasing sponsored by the Washington Associa- 
tion. 


Oakland—Golf tournament and dinner meeting 
of the Northern California Association, at the Se- 
quoyah Golf and Country Club. 


OCTOBER 6 


South Boston—Plant visit by the New England 
Association, at the plant of the Walworth Company. 


OCTOBER 7 


Birmingham—Dinner meeting of the Birmingham 
Association, at the Redmont Hotel. Speaker: L. M. 
Quick, Assistant Purchasing Agent of the Alabama 
Power Co., who gave an account of his experiences 
as a member of the Frank Buck expedition, tracking 
big game in India and the Malay Peninsula. 


San Francisco—Luncheon meeting of the Northern 
California Association, at the Palace Hotel. Speaker: 
Walter W. Cribbins, ‘‘The Oriental Riddle.’’ 


OCTOBER 8 


Portland—Weekly meeting of the Oregon Associa- 
tion. Motion picture, ““Heat and Its Control,” pre- 
sented through courtesy of the Johns-Manville Co. 


OCTOBER 11 


Portland—Dinner meeting of the Oregon Asso- 
ciation, at Nordts. Speaker: W.D.B. Dodson, Execu 
tive Vice President of the Portland Chamber of Com- 
merce, ‘Recent Bonneville Legislation and Its Effect on 
Portland’s Future.” 


New Orleans—Dinner meeting of the New Orleans 
Association at Arnaud’s. Motion picture showing the 
manufacture of stainless steel from ore to finished 
product. 


Cincinnati—Joint meeting of the Cincinnati As- 
sociation with the Cincinnati Chapter of the National 
Office Management Association, at the Hotel Alms. 
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Speaker: C. U. Stapleton, Manager of Office Services, 
Canadian National-Grand Trunk Railways, ‘‘Con- 
trollable Costs in Office Materials.”’ 


OCTOBER 12 


Oakland—Luncheon meeting of the East Bay 
Group, Northern California Association, at the Lake 
Merritt Hotel. Speaker: Walter Gordon, line coach 
and scout for the University of California football 
team, “Football.” 


Cincinnati—Luncheon and iuspection visit of the 
Cincinnati Association, at the Ivorydale plant of 
Procter & Gamble Co. Dinner meeting at the Hotel 
Gibson. A discussion of the forthcoming N.A.P.A. 
Handbook of Purchasing was led by James M. Berry 
of the Drackett Co. 


Bay City—Dinner meeting of the Saginaw Valley 
Association, at the Bay City Country Club. Motion 
picture showing the manufacture of Enduro stainless 
steel, shown through courtesy of Republic Steel Corp., 
with explanatory remarks by G. W. Cooke of Jennison 
Hardware Co. Officers of the association are: Prest- 
dent, G. H. Fluehr of Kuhlman Electric Co., Bay 
City; Vice President, T. M. Warren of Morley 
Bros., Saginaw; Secretary and National Director, 
T. H. Plater of Flack Pennell Co., Saginaw; Trea- 
surer, L. G. Stonehouse of Westover Kamm Co., Bay 
City. 


Pittsburgh—Dinner meeting of the Pittsburgh As- 
sociation, at the William Penn Hotel. Speaker: 
E. T. Gushée, Vice President of the Detroit Edison 
Co., assisted by M. B. Covell of the same company, 
“Buying the Proper Quantity.” 


Davenport—Meeting of the Tri-City Association, 
at the Blackhawk Hotel. Demonstration of various 
types of fire extinguishers, by W. F. Lambach of 
American Lafrance Foamite Industries, with explana- 
tory talk on their applications in industry. 


Milwaukee—Monthly dinner meeting of the Mil- 
waukee Association, at the Elks Club. Speaker: 
H. B. Hayden, Superintendent of Sales and Purchases, 
Wisconsin State Prison, Waupun, “Sales and Purchase 
Problems of Penal Institutions.” 


OCTOBER 13 


Oshawa, Ont.—Inspection visit of the Toronto and 
Hamilton Associations, at the General Motors plant, 
where the new 1938 models were shown on the as- 
sembly line. Dinner meeting at the Genosha Hotel. 
Speaker: Col. Frank Chappell, Director of Public 
Relations, General Motors Products of Canada, Ltd. 
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OCTOBER 14 


Chicago—Dinner meeting of the Chicago Associa- 
tion, at the Sherman Hotel. Speaker: Prof. H. T. 
Lewis, Director of Research, Harvard Graduate 
School of Business Administration, ‘‘Industrial Pur- 
chasing in its Relation to Management.” 


Dayton—Joint meeting of the Dayton Association 
and the Dayton Chapter of the Society for Metals, 
at the Engineers Club. Paul Johnson of Republic 
Steel Corp. presented a motion picture showing the 
manufacture of stainless steel. Howard J. Stagg, 
assistant manager of the Holcomb Steel Div. of Cru- 
cible Steel Co., discussed factors of interest to de- 
signers, tool makers, heat treaters, and buyers of tools. 
Dr. Stephen Hosko spoke on “‘What’s Happening in 
Europe.”’ 


Seattle—Dinner meeting of the Washington Asso- 
ciation, at the Washington Athletic Club. Speaker: 
Dr. Walter G. Hiltner, “The Chinese-Japanese 
Situation.”’ 


Chicopee Falls—Inspection visit by the Western 
Massachusetts Association, at the plant of the Fisk 
Rubber Corp. Dinner meeting at the Fisk Res- 
taurant. Speaker: C. E. Maynard, Factory Man- 
ager for Fisk, ‘Manufacturing Tires.”’ 


Philadelphia—Dinner meeting of the Philadelphia 
Association, at the Bellevue-Stratford Hotel. Speaker: 
Frank Kent, Vice President of the Baltimore Sun, 
“Politics and Personalities.”’ 


San Francisco—Joint meeting of the Northern 
California Association and the San Francisco section 
of A.S.M.E., at the Palace Hotel. Speaker: M. C. 
Maxwell, special assistant to the president, Yale & 
Towne Mfg. Co., ‘‘Material Handling.” 


OCTOBER 15-16 


Salt Lake City—Meeting of District Council No. 1, 
N.A.P.A., at the Hotel Utah. E. R. Miles, Utah 
State Purchasing Agent, and District Vice President 
of N.A.P.A., presided at the sessions. E. H. Weaver 
of Los Angeles discussed the forthcoming N.A.P.A. 
Handbook of Purchasing. Resolutions were adopted 
favoring centralized purchasing in governmental units, 
and extending the scope of the organization to include 
studies of economic movements and proposed legisla- 
tion affecting them. The delegates were honor guests 
at a meeting of the Utah Association on Friday eve- 
ning. 


OCTOBER 15 


Portland—Weekly meeting of the Oregon Associa- 
tion, with three members presenting the program. 
Lyle Atwood gave a digest of McGill’s report on busi- 
ness conditions and commodity prices. Ralston Moore 
reviewed Prof. Haney’s analysis of business trends. 
Emil Swanson spoke on Japan. 


NOVEMBER 1937 


Here are the Facts! 


Good grinding is tt 
cheapest thing you 
buy—without it many a 
ticles would not be made 
others would be crude 
Good grinding wheels are 
a necessity to your product 

.. and Sterling Grinding 
Wheels will do ail you ask 
of them. 


THE STERLING 


GRINDING WHEEL CO 
Abrasive Division of 
The Cleveland Quarries 
Factory and Office: TIFFIN 
OHIO + CHICAGO: 912 W 
Washington Bivd. + DETROI! 
101-107 W. Warren Ave 
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STEEL THAT MEETS 
YOUR NEEDS 


| for Fast Economical 
Fabrication with Assurance 
of Fine Product Quality .. . 


Thomastrip has provided the quick solution 
to many a production problem. Its ideal 
adaptability to required purposes of drawing, 
stamping and forming, its fine commercial 
finishes in electro zinc, nickel, copper, brass 
or plain, its dependable uniformity and 
accuracy to specifications, insure economy 
and freedom from fabrication difficulties. 
Hundreds of manufacturers are profiting by 
the use of this specialized production cold 
rolled strip — benefiting by the engineering 
cooperation and service speed of the closely 
coordinated Thomas mill and Sales Depart- 
ments. Without obligation, a Thomas engi- 
neer will gladly analyze your particular 
fabrication problem and determine the 
Thomastrip specification best for your product 
and equipment. Investigate, today, the many 
definite advantages available to you in 
Thomas specialized experience and service 
cooperation. 


Send for test sam- 
ples.Specify width, 
gauge, temper and 
finish desired. 





8 


THE THOMAS STEEL CO. 
WARREN, OHIO 


Specialized Producers of Cold Rolled Strip Steel 
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OCTOBER 18 


Tulsa—Fifth annual Executives’ Night Meeting 
of the Tulsa Association, at the Tulsa Club. Speaker: 
Prof. Howard T. Lewis, Director of Research, 
Harvard Graduate School of Business Administra- 
tion, ‘Industrial Purchasing in Its Relation to Man- 
agement.” 


Boston—Dinner meeting of the New England 
Association, at Schrafft’s. Speaker: Charles E. 
Smith, Vice President in charge of purchases and 
stores for the New York, New Haven & Hartford 
R. R., ““Wrap Up a Billion Dollars’ Worth’’— a ref- 
erence to the immense purchase budget of the Ameri- 
can railway industry. The meeting was preceded by 
an afternoon conference on the topic “Buying the 
Proper Quality,’ led by W. S. Randall of Rust Craft 
Publishers, Inc. 


OCTOBER 19-20-21 


Baltimore—Second annual Manufacturers’ Prod- 
ucts Exhibit, sponsored by the Baltimore Association, 
at the Lord Baltimore Hotel. One hundred and 
twenty exhibitors participated in the show, presenting 
a wide variety of industrial products. Merle Thorpe, 
Editor of Nation’s Business addressed the Exhibitors’ 
Breakfast meeting on Wednesday morning, on the 
topic, ‘‘How’s Business?” 


OCTOBER 19 


St. Louis—Executives’ Night Meeting of the St. 
Louis Association, at the Statler Roof. A sympo- 
sium on ‘‘What’s Ahead in Business?”’ was led by four 
brief addresses given by E. J. Miller, President of St. 
Louis Screw & Bolt Co., George Smith, Executive 
Vice President of Century Electric Co., Dr. F. W. 
Russe, Secretary of Mallinckrodt Chemical Works, 
and C. K. Taber, Chief Engineer of A. Leschen & Sons 
Rope Co. Prof. Howard T. Lewis, Director of Re- 
search for the Harvard Graduate School of Business 
Administration, spoke on ‘Industrial Purchasing in 
Its Relation to Management.”’ 


New York—Dinner meeting of the New York 
Association, at the Builders Exchange Club. Speaker: 
Dr. Lionel D. Edie, economic consultant, ‘Purchasing 
Agent—Business Man.”’ The meeting was preceded 
by a purchasing forum on the topic, “Inventory Con- 
trol,’ led by Leonard G. Tubbs of National Dyeing & 
Printing Co. 


Louisville—Dinner meeting of the Louisville As- 
sociation, at the Kentucky Hotel. Speaker: Dr. K. 
P. Vinsel of the University of Louisville, ‘Impending 


Legislation Affecting Purchasing.’ 


OCTOBER 20 


Canton—Dinner meeting of the Canton & Eastern 
Ohio Association, at the Elks Club. O. D. Treiber, 
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REDUCE EYE FATICUE 
use NATIONAL 
Eye-Ease BUSINESS RECORDS 


National Eye-Ease Business Records of green 

white Hammermill paper plus restful brown 

and green ruling cut down glare, reduce eye- 
strain and fatigue, speed up work 


and promote accuracy. 


At no higher cost - - National “‘Eye- 
Ease” Column and Account Books, 
; Ledger, Columnar and Ring Book 
Sheets, Analysis Pads and Business 





Records are available from . 





your Stationer. 
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engineer in the Diesel division of Hercules Motors 
Corp., gave an illustrated lecture on diesel engines. 


Birmingham—Meeting of the Birmingham Associa 
tion, at the Redmont Hotel. H.C. Cost, Purcha 
Agent of Sloss-Sheffield Steel & Iron Co., led a di 


San Francisco—Tenth annual Pacific Purchasor : 
f sion on the N.A.P.A. Handbook of Purchasing 


Advertisers’ Exposition, at the Palace Hotel, spon- 
sored by the Northern California Association. Joint 
luncheon meeting with the San Francisco Advertising 
Club. Speaker: J. W. Howell, president of the San 
Francisco Chamber of Commerce, ‘‘The Business 
Future of San Francisco.” Fifteenth annual Ad- 
vertisers’ Dinner meeting, with an elaborate enter- 
tainment program. 


Toledo—Dinner meeting of the Toledo Associ 
at the Waldorf Hotel. J. Arthur MacLean, Cu: 
of Oriental Art at the Toledo Museum, a fi 
visitor to the Orient, spoke on the Chinese-Ja) 
situation. 


OCTOBER 21-22-23 


Buffalo—Inspection visit at the plant of the Pratt 
& Lambert Co., by the Buffalo and Rochester Asso- 
ciations. 


Syracuse—Third annual Industrial Produ 
hibit, sponsored by the Syracuse & Central New \ 
Association, at the Hotel Onondaga. Mor 





Detroit —Dinner meeting of the Detroit Association 
at Webster Hall. 


OCTOBER 21 


Cleveland—Dinner meeting of the Cleveland As- 
sociation, at the Cleveland Hotel. Sound picture, 
‘““Enduro—Republic’s Perfected Stainless Steel.’’ Dis- 
cussion of the N.A.P.A. Handbook on Purchasing. 


Albany—Luncheon meeting and plant visit of the 
Eastern New York Association, at the Behr-Manning 
plant, Watervliet. Dinner meeting at the University 
Club. Speaker: S. A. Barr, Purchasing Agent of 
Behr-Manning Co., “‘Cash Discounts.” 
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sixty attractive and informative exhibits were 
play. 
OCTOBER 22 
Portland—Weekly meeting of the Oregon As 
tion. J. F. Meyer, National Director, review 


recent meeting of the District Council at Salt 
City. 


OCTOBER 23 


Cincinnati—Stag bowling party of the Cincinnat 
Association, at the Hyde Park Country Club. 
Continued on 4 
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’... Bhis is the most helpful 


Book on record 








Address 


L. L. BROWN 


Paper Company 
ADAMS, MASS. 


paper values we 
have ever seen!” 


This booklet will eliminate 
guesswork from your specifi- 
cations for important record 
books, documents and sta- 
tionery. It will help you select 
papers of utmost value, maxi- 
mum service and genuine 
economy at no extra cost— 
perhaps at a real saving. 
Every executive should 
have a copy of this valuable 
booklet. It will be sent to you 
without cost or obligation. 





. L. BROWN 


RECORD and 
CORRESPONDENCE 


AN ol ll ae 





Paper Specifications 
(Continued from page 49) 


the latter fibers. Certainly the 
burden of proof is upon those who 
decline to certify to the source of 
their rag fibers. As a _ practical 
matter, the higher grades of rag 
paper—those containing the higher 
percentages of rag content, are 
generally made of the new white 
rags, and the controversy is chiefly 
concerned with the papers of lower 
rag content, which are not designed 
or sold as permanent record papers. 
But basically, the issue is a matter 
of the physical fibrous structure. 

The second main issue concerns 
the adequacy of the proposed test. 
Accelerated tests for aging and 
other properties are recognized and 
accepted as a useful part of the 
modern technician’s equipment. In 
the comparative evaluation of paper 
fibers, this method seems to be the 
only one available to simulate the 
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centuries of experience back of rag 
paper grades. The value of such 
tests depends, of course, on the 
curacy with which they reproduce 
the conditions of use and the cumula- 
tive effects of those influences af- 
fecting the product over a long 
period of time. Critics of the pro 
posed test point out that such im- 
portant influences as relative hu 
midity, the ultra-violet rays present 
in daylight, 
purities such as are particularly 
prevalent in modern urban centers, 
are not covered by the test. 
very interesting tests have been 
made by way of exposing paper of 
various grades to varying atmos- 
pheric conditions, and the results 
show a wide divergence in the re- 
tention of folding endurance, both 
as between grades and as between 
the same grade under different con 
ditions. 


and atmospheric im 


some 


As a result of such reasoning and 
experience, the industry contends 


that the primary need is for the 
development of more adequate tests 
and more adequate testing methods 
and instruments, to give a more 
definitive meaning and measuring 
value to a quality specification. 
It is along these lines that the pres 
ent program of research is being 
conducted, and it may be another 
two years before anything specific 
can be offered to replace or supple- 
ment the oven test proposed in 
the present tentative specification. 
Meanwhile, the information is being 
compiled in a series of technical re- 
ports that are of intense interest 
and may ultimately lead to a more 
satisfactory solution. 

In the heat of controversy, some 
criticisms have been advanced that 
are purely superficial and have no 
real bearing on the validity and use 
fulness of the 


current proposal. 


Such, for example, is the sweeping 
condemnation of the plan on the 
grounds that it does not cover 28 


pound bonds, 16, 29, 24 and 44 


pound ledgers—all items of ex- 
tremely limited use, and _ fre 


quently not carried in stock by dis 
tributors. The experience of one 
correspondent on this point—being 
offered a light weight ledger in 
place of the 28 pound bond, and a 
“light weight 
place of the 


bristol” in 
44 pound ledger 
illustrates in a ludicrous way the 
fallacy of reasoning that would raise 
such a point to discredit the entire 
program, which is properly directed 
first to the items of general use and 
quantity production. 


index 


Shall we have paper quality speci- 
fications at all? Most purchasing 
agents will answer in the affirma- 
tive. Modern purchasing demands 
that the buyer shall know first what 
he wants, and that he shall have the 
assurance that he is getting what he 
wants. It is no reflection on the 
integrity of paper manufacturers 
that these two requirements shall 
be applied to their product as well 
as to many others. It does not 
follow that a specification adopted 
today automatically halts technical 
progress and proficiency in the in- 
dustry, for all specifications are sub- 
ject to revision, and require re- 
vision from time to time. If the 
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present proposal is wrong in con- 
ception or in detail, the only con- 
vincing answer will be to provide a 
better basis of appraisal, expressed 
in definite terms and backed with 
practicable methods of test. The 
argument has been advanced thatthe 
average buyer will not be equipped 
to make the necessary tests and 
that the cost of securing them from 
an independent laboratory will be 
prohibitive. It would seem a com- 
paratively simple matter for the 
manufacturer to certify his ad- 
herence to a recognized set of stand- 
ards. Business will continue to be 
transacted on a basis of confidence 
and integrity. It does not mean a 
repudiation of ordering by mill 
brand. It does mean that the mill 
brand should represent certain defi- 
nite and determinable qualities as 
to composition, method of manu- 
facture and _ performance. 

We quote from a purchasing agent 
of wide experience in the buying of 
paper: “If such tests, empirical 
and otherwise, and such specifica- 
tions are useful to the large cor- 
poration, they are twice as useful 
to the little fellow without testing 
facilities. Notification of sources 
of supply on record papers that such 
specifications are to be met leaves less 
chance of getting the wrong paper. 
If papers submitted will not meet 
specifications, the buyer may decide 
intelligently whether the variable 
is acceptable or not. 

‘Papers used for our forms are 
classed by the ‘life expectancy’. 
Dealers have been told they may 
list their papers under the various 
specifications, when, as and if they 
know the paper meets specifications. 
What we are buying is clearly 
understood. We reserve the right 
to accept or reject the paper sub- 
mitted under any and all classifica- 
tions. The responsibility for devia- 
tion from a standard life expectancy 
is much more easily placed and 
pinned down under such conditions 
and where it becomes necessary to 
place such responsibility. No argu- 
ment against these specifications 
has yet been offered that has caused 
the junking of these specifications 
(we have used them for twelve 
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to Customers, Officials, Employees 


Fe gifts to customers, officials and employees 
you will find our new 1938 Catalog invaluable 
from every viewpoint of quality and variety of 
merchandise listed. 


We gladly send selections of Diamond Jewelry 
for inspection, without obligation to purchase. 


Order early, while stocks are complete. 

















ALBANY BUFFALO 


DIAMONDS 
WATCHES 
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CLOCKS 
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LAMPS 


If Catalog not 
received by 
Nov. 20, 
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us. 


LUGGAGE 
CAMERAS 
GLASSWARE 
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L.&C.MAYERS CO. 


DIAMOND IMPORTERS — WHOLESALE JEWELERS 


545 FIFTH AVENUE 


NEW YORK 
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years) and ours are tougher than 
those proposed.” 

Purchasing men hold no brief for 
the specifications as_ tentatively 
issued. But they are keenly in- 
terested in the development and use 
of a proper specification for their 
requirements of this very important 
material. If the present proposal 
is wrong, they are probably more 
anxious than any other group in the 
whole industrial organization to see 
that it is amended to serve its in- 
tended purpose. The question is 
now open for discussion, and it is 
unlikely to be buried in the files 


again without some very convii 
reason. It is to be hoped that 
industry will not content itself y 


refutation, but will come forwa: 
with a sound and practicable p: 
posal to define the essential grad 
and properties of record pape: 


They are working toward that . 
and unfortunately the tedious pr 
esses of research and the devel 
ment of testing methods and 
struments is not subject to accel 
tion like that in the disputed 
test. Meanwhile buyers are re 
tive to an informative presenta 
of all sides of the case. 
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ORCHARD ST....MAIN ST....0R WALL ST.? 


@ There may be ribbons and carbons made for the push cart trade, where 
prices are low and quality and profits are even lower. Columbia definitely 
does not cater to this type of buyer. 

@ But suitable alike to the needs of Main Street and Wall Street are 
Columbia Ribbons and Carbons which are carefully produced and fairly 
priced. 

@ They are intended for all of the regular and special requirements of 
your business and thousands of others which need and appreciate ribbons 
and carbons which can be depended upon for performance, for uniformity, 
for value. Write us your requirements. 


| COLUMBIA 














RIBBON & CARBON 
MANUFACTURING CO., Inc. 


Main Office and Factory 
GLEN COVE, L. I... NEW YORK 
BRANCHES 


New York, Chicago, Philadelphia, Pittsburgh, Cincinnati, Nashville, 
New Orleans, Kansas City, Milwaukee, Minneapolis 
Also: LONDON, ENGLAND MILAN, ITALY SYDNEY, AUSTRALIA 








“SAVE money 


with this 


BETTER 
PASTE!’ 


Says one 
purchasing 
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ma SILICON CARBIDE 
el CORUNDUM 


with the (AFRICAN) 
FLEXIBLE TURKISH EMERY 


Here's a dependable liquid paste that’s 
cboaye ready for —— use. + neon R fi d M k 
too, because it sticks better when sprea erners an r 
thin. Order HOLDTU in any quantity from _— 
a 3 oz. jar to a 50 gallon barrel—and save re) 

money. 


* ABRASIVE GRAINS 
HOL DIU | FLOURS 


“An American Crayon Product’’ 
* Reg. U.S. Pat. Off. 








AMERICAN ABRASIVE COMPANY 
WESTFIELD, MASS. 


THE AMERICAN fi CRAYON COMPANY 


44 HAVES AVENUE SANDUSKY OHIO - 200 FIFTH AVENUE. NEW YORK CITy 
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Auto Outlook 

Automobile sales in the eastern 
area during and since the New York 
Auto Show have held up surpris- 
ingly well in view of the recent 
recession in factory employment and 
stock market values. Deliveries 
and orders have held close to aver 
age levels for the year and in some 
cases are ahead. A part of this 
record should perhaps be discounted 
in view of the fact that the show was 
held two weeks earlier than usual 
this year, and that during previous 
trade depressions the falling off in 
auto sales has been principally felt 
in the two closing months. 

Ihe chief concern on the part of 
both dealers and manufacturers 
is about the used car market. 
Demand in this field follows the 
index of factory employment and 
payrolls quite closely, and it is to be 
expected that the curtailment of 
industrial activity generally will 
make itself felt in the demand for 
used cars over the next several 
months. Dealers are accordingly 
exercising greater caution toward 
turn-ins, and reports from Detroit 
are to the effect that the motor 
companies are actively considering 
a number of plans, including dealer 
allowances, to stimulate this phase 
of the trade. 

An important factor in the 1938 
outlook will be the timing of the 
probable business recovery. If the 
current recession terminates by the 
end of the first quarter, 1938 may 
compare very favorably with the 
record of the current year, as April 
generally represents the peak month 
for automobile sales, and a deferred 
demand would do much to mitigate 
the seasonal drop in sales that usu- 
ally follows in May, June and July. 

Truck sales are likely to see vol- 
ume well maintained. This method 
of shipment is steadily gaining 
ground in many lines of industry, 
so that both new sales and replace- 
ments should show a strong demand. 
The consolidation of trucking lines 
into larger and stronger companies, 
and the promise of higher trucking 
rates along with rail freight charges 
will provide additional income, part 
of which would naturally go for 
equipment. 
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Radio Trade-Ins 


The trade-in of used sets is be- 
coming an important factor in 
the radio business. According to 
Radio Retailing, trade-in allowance 
is generally calculated at 10° of 
the new set price. 55% of the 
used sets are resold to consumers, 
6% to second hand dealers, 15°, 
to junkmen, and 24% are destroyed. 
Among a representative list of deal- 
ers, 65% anticipate a loss on trade 
in transactions, 22°% expect to make 
a small profit, and 13°, hope to 
break even. 

Two years ago, a similar survey 
showed 54% of dealers profiting 
on trade-ins, while 46°% either lost 
or broke even. 


Wm. L. Chandler 
(Continued from page 26) 


demanded their undivided atten- 
tion. Chandler’s action was unique 
in frankly admitting the unvar- 
nished truth—that he had been sum- 
marily discharged. The newspapers 
picked up the story, with the result 
that he promptly received no less 
than nineteen offers of employment 
or business backing, and one tele- 
gram from a prominent eastern 
purchasing agent asking him to do 
nothing until he had received and 
considered a letter then being 
mailed. That letter contained the 
proposal that he take over the secre- 
taryship of N.A.P.A. at the time of 
the next convention. The Associa- 
tion and its objectives were close 
to Chandler’s heart, and he accepted 
the office in June, 1923. 


HANDLER’S TERM AS SECRETARY, 
from 1923 to 1928, was marked 

by a notable expansion in member- 
ship, scope of activities, recognition 
and prestige. The offices were 
moved to quarters truly commensu- 
tate with the dignity of the Associa- 
tion, and a staff was built up ade- 
quate to handle the increased volume 
of administrative and service work. 
The foundations were laid for many 
of the projects which have been de- 
veloped in later years to a place of 
major importance. Chandler’s Pur- 
chasor was the direct forerunner of 
the highly regarded N.A.P.A. Bul- 
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letin of today. He established close tical group work on matters of 
cooperation with the Department of sonal interest to every individual 
Commerce at Washington, to the highly diversified industrial asso 
point where Chandler himself, as rep- tion. 

resentative of N.A.P.A., became a The one serious shortcomins 
member of the central Planning in a lack of solidarity, evidenc: 
Committee of the Simplified Prac- a tendency to consider the 
tice Division and purchasing agents quarters office and the local as 
were represented on all pertinent tions as two separate entities i 
committees in that work—a prece- of as a closely knit organizat 
dent that made it natural for govern- one common aim. The perspe: 
mental agencies to callonthe Associa- of the past decade shows that C! 
tion for aid in the economic crisis vision was correct, but he fail 
of 1933. He started the organiza- invest that vision with the gu 
tion of commodity committees, the of practical reality demand: 
basis of the present sound and prac- some of the membership. H«: 
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SHIP 
BRISTOL BRASS ROD 


It’s right here waiting for you. 


Round, Square and Hexagon 
from '/,.” to 3'/»”. 


Have you tried our Special 
Bristol Rod for full knurling, 
free turning and swaging? Per- 
haps it will help you to save 
costs in many ways. 


Brass Rod that’s Right for more 
than 87 years. 


HOME OFFICE AND PLANT 








Bristol, Conn. 
errs? | 


ory 


BRANCH SALES OFFICES 
New York 
Detroit - 


Providence - 


Cleveland - Chicago 





Pace 58 


—) The Bristol Brass Corp. 


ahead with a well conceived pro- 
gram, but he was not successful in 
popularizing that program within 
the ranks, the 
in a form to enlist the enthusiastic, 
personal support of the members, 
or convincing them that the general 


presenting service 


good of the profession necessarily 
reacts to their individual benefit. In 
his 
early experience in the standardiza 
work 


a sense it was a repetition of 


under- 
taking which became so closely allied 
with his own name in the 


tion an association 
general 
mind that he was fairly rocketed to 
the leadership of the Association as 


the ‘‘Standardization Nut,’ a tribute 


to personal rather than group 
achievement. 
Meanwhile another factor was 


making itself felt. 
ler’s presidency, 


During Chand 
and partly as a 
protest against the old electioneer 
ing campaigns, the constitution had 
been altered so as to eject a large 
measure of political considerations 
from the national organization, by 
the 
representation. 


means of regional system of 
Under the 
up, several of the local and district 


groups, 


new set 
feeling their greater inde 
pendent importance, to dis 


credit 


began 
headquarters and the na 
tional program, agitated for a lower 
scale of dues to the national office 
instead of expanding that work, thus 
widening the rift between local and 
national] interests. 

In other words, a plan which was 
fundamentally sound in conception 
and organization, which contained 
the elements for success and prog 
to click 
No one recognized this more clearly 
than Chandler himself. The 
vious answer was a change 


ress, was somehow failing 
ob 
in per 
sonnel to weld together the factions 
that were drifting apart, the 
right man was not easy to find and 
a level-headed Executive Committee 
declined to be 
important 


but 


rushed in such an 


decision. For several 
and 
Chandler 


on the 


discouraging uncomfortable 


months, consented to 
program, 
in good grace when George Renard 
took over the reins in 1928. He had 
the satisfaction of basic 
achievement, and a record of service 


carry and retired 


solid 


in national office, as president, vice 





president and secretary, longer than 
any other person in N.A.P.A. history 
up to that time, and exceeded today 
only by that of his brilliant succes- 
sor. That record is recognized by 


honorary life membership in the 


Assciaotion. 

FE ASSOCIATION office 
L did not mean any diminution of 
interest or effort in the problems of 
purchasing that had occupied his 
time and thought for the better part 
of eight years. Chandler had long 
recognized as a primary need of 


AVING THE 


purchasing men a comprehensive 
and factual source of accurate and 
unbiased commodity information 

in essence the data sheet and com- 
modity cyclopedia service that is 
being developed by the Association 
today interest. 
His idea was right, but it proved to 
be over-ambitious and impracticable 
as an individual enterprise, and had 


with conspicuous 


to be abandoned after one excellent 
and impressive volume, on the sub- 
ject of lumber, had been issued. In 
another, less cumbersome form, and 
carried out as a group project with 
the cooperation of the entire mem 
bership, it promises to become a 


service of outstanding merit and 
popularity. 

Then came the economic upheaval 
of 1933. As the New Deal swung 
into action, ‘‘Chan’”’ 


on the firing line as senior code ad 


was once more 





Improved 
BELT HOOKS 


WIREGRIP comes on 
processed cards that pre- 
vent waste—every hook can 
be used. Protects fingers. Applied 
with a WIREGRIP Lacer or any 
other standard make belt lacing 
machine. a 


Flexible BELT LACING 


STEELGRIP is a stronger lacing 
for all power and conveying belts. 
Clinches smoothly into belt, com- 
presses ends, prevents fraying, 






2-piece hinged rocker pins prevent 
In boxes or long 


excessive wear. 
lengths. 


Write for Catalog 


ARMSTRONG-BRAY 
& CO. 

“The Belt Lacing 
People’ 


321 N. Loomis St. 
Chicago, U.S.A 
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visor for the Consumers’ Advisory 
Board of NRA. In the negotiations 
on more than four hundred of the 
approved codes, he represented the 
buyers’ interest and rendered in- 
valuable service in keeping this 
viewpoint before the administra- 
tion. His long experience with pur- 
chasing problems, and his wide and 
intimate acquaintance among pur- 
chasing men, were used with telling 
effect. His work in connection with 
coal, shipping, and the graphic 
arts was particularly impressive, 
and continued after the disruption 
of NRA as he served on the study 
groups which were set up to analyze 
the effect of codes and the underly- 
ing conditions in the industries con- 
cerned. 

With the organization of the Con- 
sumers’ Counsel of the National 
Bituminous Coal Commission under 
the Guffey Act, and its successor 
under the Act of 1937, it was natu- 
ral that Chandler should be chosen 
again to carry the standard of the 
consumer, even to the extent of 
virtually creating a new office to 
take advantage of his special quali- 
fications. His record in the ad- 
ministration was of a high order, 
and he had again demonstrated his 
talent for winning the confidence 
and esteem of the executives with 
whom he worked. Even when, in 
the political hurly-burly of the Capi- 
tal, the late Senator Long’s filibus- 
ter wiped out the appropriation un- 
der which Candler’s services would 
normally have been classified, he 
was requisitioned on a loan basis 
from another department to carry 
on the work. 

The Office of the Consumers’ 
Counsel of the National Bituminous 
Coal Commission is an independent 
unit. It reports directly to Con- 
gress, and not through the medium 
of the Commission nor the Depart- 
ment of the Interior. There are 
three divisions in this office. The 
legal division deals with specific legal 
problems as they arise. The eco- 
nomic division views the picture 
from an overall statistical view- 
point, with less interest in the in- 
dividual case. The third division 
is that of Consumer Representation, 
headed by Chandler, as Senior Ad- 
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SOLVE YOUR XMAS GIFT PROBLEMS 











Illustrates comprehensive 
line of Diamonds, Jewelry, 
Watches, Clocks, Silver- 
ware, Trophies, Leather 
Goods, Luggage, Electric 


Appliances, etc. 


--- Send for this 
NEW ana BIGGER 


1I9ses Wholesale 
Catalog ....... 


Contains thousands of suggestions for Christ 
mas gifts for customers, executives and 
employees ... also, for all-year-round 1 

quirements such as sales prizes, premiums 
birthday and anniversary” gifts, sport 


trophies, inter-organization awards and 
presentations, personnel needs, ete. 
Used by leading business firms from 
coast to coast. 
WRITE FOR YOUR COPY TODAY, o: 
pin this ad to your letterhead and mail 
it to us. 


YEBLON & CO. Ine. 


Established 1923 


lS Maiden Lane 


New York, N. Y. 














DAYTON 
GRINDING WHEELS 


Regardless of your re- 
quirements, you can obtain 
a Dayton abrasive wheel 
of the exact specifications 
the work demands. On 
the market for years and 
the preference for a wide 
range of operations. Write 


The 
Simonds-Worden-White Co. 
Dayton, Ohio 
FACTORIES AT: Dayton, Cleveland, 


Beloit, Buffalo 





-IN THE SHIPPING ROOM 





MAY PROVE DISASTROUS 








| ... especially so when there are only minutes to spare 
| It might easily result in wasted time, labor and materia! 
But, if all boxes were sealed with Red Streak Tape, shi: 
ping room mishaps would be of no serious consequence 
The secret of Red Streak Tape's remarkable success 
just good paper, good glue and plenty of it. Write 
today for details and prices on this money-saving tay 


THE BROWN-BRIDGE MILLS, In: 
TROY, OHIO 
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Save Money NOW on 


Sectional Post Binders 










A new method of pricing 
assures lower net prices on 
quantity orders. Write 
immediately for new 
Sectional Post Catalog 
and concrete ex- 
amples of substan- 
tial savings. 





Consult Cesco for all your 
record-keeping needs—Visible 
Binders—Machine Posting Supplies 

—Stock Forms—and many other items. 


THE C. E. SHEPPARD COMPANY 


4401—21st Street Long!Island City, N. Y. 








Specialties 











Wire Form 





HEART OF 
CHICAGO 





HOTEL CHICAGO 


RANDOLPH AND LA SALLE 





Emil Eitel - Karl Eitel - Roy Steffen 











visor. In this position, he must 
know the worries and troubles of 
the industrial buyers as well as those 
of household consumers, open up 
channels for the consideration of 
these problems, and aid with con 
structive efforts for their solution 
Much of his work is_ necessarily 
with groups such as the farm and 
consumer cooperatives, organiza 
tions such as the League of Women 
Voters, and trade groups for which 
fuel is a major item of supply and 
purchase. He is still convinced, 
even more firmly than back in 1916, 
that the most influential, intelligent 
and articulate group for the further 
ing of the program, is a national 
association of purchasing execu 
tives in the practical industrial 
world. Quietly and unobtrusively, 
in the thick of the most important 
and far-reaching economic enter- 
prise of our day, Chan continues to 
serve purchasing men. 
S. F. H. 


Pig Iron 
(Continued from page 34) 

which is charged into its blast fur 
nace, along with iron ore and 
limestone for making pig iron. In 
such cases, therefore, pig iron pro- 
duction does not reflect accurately 
the demand for the same. 

Despite changes of the past few 
years, however, pig iron production 
is still a business and industrial 
barometer well worth heeding. The 
Iron Age and the magazine Steel 
both compile monthly statistics 
from direct returns from the blast 
furnaces, which they issue from the 
first to the tenth of the following 
month. They give out summaries 
to the leading newspapers giving ag- 
gregate production for the month as 
compared with the preceding month, 
as well as daily average rates of 
production compared. In addition 
they record the net loss or gain of 
active furnaces during the preceding 
month. 

The American Iron and Steel 
Institute issues pig iron production 
figures only on an annual basis, and 
then only several months after the 
year has passed. Since the monthly 
figures of the trade journals appear 
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the Steel Institute issues 
monthly figures on steel ingot pro- 
duction, some inkling of steel ingot 
trends can be secured in advance 
from the pig iron production figures. 

For years the Wall Street Journal 
and its subsidiary, the Dow Jones 
news ticker, have been issuing 
monthly figures on the number of 
active blast furnaces. With due 
respect to the Journal, however, 
these figures must be taken with a 
grain of salt because of the great dif- 
ference in size of furnace, outputs 
ranging from 200 to 1,000 tons per 
day per furnace. Thus a large 
number of furnaces might be in 
operation but the smaller furnaces 
might predominate and the actual 
production be comparatively small. 
In fairness to the compilation, how- 
ever, let it be said that in all 
probability there is an almost con- 
stant ratio of large to small furnaces 
in operation at any one time. 

Another factor which somewhat 
mitigates pig iron production figures 
as a barometer are the imports of 
foreign pig iron, yet as imports go 
in the case of many commodities 
these iron imports are small, proba- 
bly at no time passing the produc- 
tion of one to three large American 
furnaces. Imported iron comes 
largely from Holland, India, Eng- 
land, and Sweden. During the first 
half of 1937, however, American pig 
iron producers exported on a large 
scale for the first time since the war. 

Pig iron prices are a poor barome- 
ter as to trend of industrial com- 
modities in the markets since pig 
iron is a very lethargic and insensi- 
tive commodity. It is at the other 
end of the scale of sensitiveness from 
another “pig metal’’—tin—which 
fluctuates each day as sometimes by 
as much as two cents per pound 
in twenty-four hours. Moreover, 
probably 70% of the iron made is 
not for sale but is consumed by the 
producing companies in the further 
manufacture of steel. 

Though not the perfect barometer 
of other years it is still recognized 
as a good industrial indicator. Thus 
the Annalist, which we have quoted 
frequently in this series of articles, 
recently carried an article on pig 
iron as a barometer. 
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Keneath the Plat. 


Because of its silvery white color, high corrosion resistance, and ex 
cellent drawing and spinning qualities, Seymour Nickel Silver is the 
metal beneath the plate of a considerable portion of the silverware ot 
the country. 


Often, for the same reasons, it is the only right base for nickel and 
chromium plated articles. When exposed by wear, it makes no un 
sightly contrast. It requires no preplating for chromium. And it can 
be given almost any degree of hardness. May we send your shop 
samples for test? 


NICKEL SILVER 


THE SEYMOUR MANUFACTURING CO., 55 Franklin Street, SEYMOUR, CONN 


Specialists in Nickel Silver 





SINCE 1854 


LARK 


BOLTS | 
NUTS 
Yadass 





For Every Requirement 
The customer turn-over at Safety Standard Specials 


is probably the lowest in the i 
grinding wheel industry. Once a SUPAL. for Catalog 


customer—always a customer 
seems to be the rule. 


memmmracrmmmm CLARK HRoSBoLT CO 


The Safety Grinding Wheel and _ a 
6 ”  edian es tities MILLDALE , CONN: 


Springfield, Ohio. 


yl — 











—<— 


is 





aS 


— 


— 
~; «~ 
a 























te ee eee 


wer 


=e, 


Noe 











nay Bae chee 6 


~~ mst 


Bes ae 

¥ ‘ 

ee se 

{ | 

BRE: 
Ay 





NEW PRODUCTS & IDEAS 





FLOATING 
THERMO- 
METER 











No. 496 





NHIS NEW DEVICE provides a simple, accurate and inex- 
T pensive means of measuring the temperature of hot liquids at 
any stage of an industrial process. It consists of a small metal 
ball, with a Fahrenheit scale engraved on the surface. Inside isa 
bimetallic mechanism which causes the ball to revolve until the 
proper reading shows uppermost above the surface of the liquid, 
at which point the ball comes to rest. The standard model is 
1!/, inches in diameter, chromium plated and non-breakable, and 
has a range from 350° to 400°F. It can be provided in other 
sizes, and within a range from 50° to 600°F. 


Use coupon below 





SECTIONAL STENCILS 


No. 497 
HESE STENCILS ARE MADE of flexible sheet brass, in an 
interlocking design which permits any combination to be set 

up quickly for use, and disassembled for re-use. Suitable for 

shipping room purposes, also for temporary or permanent signs 


PURCHASING 
11 West 42nd St. 
New York, N. Y. 


Please send complete data on the New Products 
listed by number below: 


















































Name...... 
SERRE re eee nee Oe or ere eer ce ae 
Address... 


of all sorts, marking tools, vehicles and equipment, bulletins and 
factory lettering. Available with letters '/. inch to 6 inches in 
size, and in a wide variety of assortments to meet any require 
ment 


Use coupon below 


RIGHT 
ANGLE 
DRILL 


No. 498 





We A WORKING clearance of only 2°/, inches, this new 
right angle portable electric drill can be used in many 


places heretofore inaccessible, and thereby eliminates time and 


expense of ‘“‘take-apart.’’ The drill head measures only 2!/s 
inches overall, and the angle attachment can be turned and 
clamped into any position. It is equipped with 4/3, 1/s, 5/32, and 


3/16 inch twist drill collets and can also be supplied with spindle 
to take 3/;, inch chuck. The weight is only three pounds, over 
all length 91/, inches, design streamlined for perfect one-hand 
operation and control. Standard model operates at 2.700 rpm; 
other models at 3,750 and 5,100 rpm. Construction features in 
clude triple insulated hand-wound armature, commutator built 
on brass sleeve to eliminate high bars and floating segments, 
spiral helical gears of alloy steel, and radial vent cooling system 


Use coupon at left 





WARDROBE 
UNIT 








No. 499 





rWVHE COMBINATION WARDROBE and locker unit illus- 
l trated occupies only 6 square feet of floor space and provides 
complete accommodations for twelve persons, including space for 
coats, hats, umbrellas (with drip pan), overshoes, and individual 
sanitary, ventilated lockers for lunches, personal effects, tools, and 
the like, entirely separate from the clothing space. Orderliness 
and convenience are assured by fixed spacing of hangers, indi- 
vidually divided hat shelves, and separate umbrella compart- 
ments. Assembled of standard sections, the arrangement is 
extremely flexible and can be extended to practically any length 
locker sections accommodating six persons and wardrobe sections 
three persons to the running foot 


Use coupon at left 
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VARI-SPEED 
CONTROL 


No. 500 


HIS NEW AND IMPROVED application of the variable 

pulley principle consists of two interlocking, variable pulleys 
mounted on a single shaft. To change the speed, the pulleys 
and shaft are pivoted laterally through a determined are toward 
or away from the drive or driven pulley by means of the control 
handle. As this change is made, the resulting tension in the one 
belt and the slack in the second automatically readjust the pitch 
diameters and give a new ratio between their running diameters 
Each pulley is dependent on the other, so that they are perfectly 
adjusted in all positions and this mutual compensation relieves 
all belt strain. By the elimination of thrust loads and the im- 
proved single shaft design, the control is unusually efficient. It 
is provided with oversized sealed ball bearings, a large grease 
chamber, and rugged cast semi-steel pulleys and base; standard 
V belts are used. Perfect belt alignment is maintained in all 
positions by means of a special base mounting which automati- 
cally centers the pulleys with one another. Made in sizes ranging 
from fractional to 71/2 h.p. 


Use coupon page 62 
CONCRETE 
RUBBING 
BRICK 


No. 501 





HIS ABRASIVE RUBBING brick is primarily designed for 

use on concrete surfaces, smoothing and removing form marks, 
and is useful for similar service in finishing brick and masonry 
construction. Diagonal slots in the face of the brick serve the 
dual purpose of providing a shearing action and giving clearance 
for the waste material as it is removed from the surface. The 
handle is set at a convenient angle, affording the maximum pres 
sure during the rubbing process. 


Use coupon page 62 
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PICK-UP TOOL 





No. 502 


ETAL PARTS WEIGHING up to three pounds, dropped 
into inaccessible parts of machinery, or into’ crankcase, 
transmission or differential, may be picked out by this improved 
tool consisting of a long flexible rod that becomes magnetized 
when a switch on the handle is depressed.§ It operates at 6 volts, 
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Figure it: 25 lbs., 2500 miles, less than 
lg a mile! And there, delivered in the 
morning! That’s nation-wide Air Ex- 
press. Day and night deliveries to 220 
cities and points between, in the 
United States and Canada. Direct to 
Latin-America, Honelulu and the Far 
East. For service, schedules, phone 
any RAILWAY EXPRESS office. 
Ask for AIR EXPRESS DIVISION. 





RAILWAY EXPRESS 
AGENCY, INC. 





























|GEARED j-~ “P, 


to meet the 


OF YOUR ION LINE 


easier these points when you look for 
a fependable source of spring parts: 


LLG ENT HANDLING OF SPECIFICATIONS 


MPT, CERTAIN ACTION IN TOOLING UP 


&D Sle <DELIVERIES TO MEET YOUR PRODUCTION 


as NIFORM QUALITY FROM START TO FINISH 
ONE SOURCE OF SUPPLY FOR MANY PRODUCTS 


ee FICIENT PLANNING FOR GREATEST ECONOMY 


Controlled quality from steel to finished part is 
Barnes’ answer to the day's demand for production and 
< 3till more production. A modern steel mill owned and 
operated by Barnes is capable of producing stock for almost 


any requirement, every day, Large amounts are always on 





hand for quick conversion into the kind of spring you need 


The Wallace Barnes Company . BRISTOL, CONNECTICUT 


DIVISTON OF ASSOCIATED SPRING CORPORATION 





SPRINGMAKERS FOR MORE THAN THREE STW OF A "ay ay 


Barnes-made SPRINGS 











Always at Your Service 

ANTHRACITE 
COKE 

BITUMINOUS 


You will find this 
a good house to do business with 


YATES-McLAUGHLIN, INC. 
Rand Building Buffalo, N. Y. 



































ARMSTRONG 


Drop-Forged 
“C” Clamps_ Lathe Dogs 


These are lifetime tools that do not spread 
or give—that can be depended on not to 
slip. Drop forged from special open hearth 
steel, they have extraordinary stiffness, 
toughness . . . strength. Screws have 
double wear threads, are of special steels 
hardened at the point. They will not 
“upset.” Hubs of these Lathe Dogs are 
over-size, large enough to permit re- 
tapping, to give double life. 

Sizes and Types for every machine shop and tool 
room use, each an ARMSTRONG TOOL—the 
finest that can be made. Write for Catalog B-35 

ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
303 N. Francisco Ave., Chicago, U.S.A. 


Eastern Warehouse & Sales, 199 Lafayette St., N. Y. 
Sen Francisco London 
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d.c., and is designed for connection to a storage battery or similar 


power source. The connecting cord is insulated and covered 


with spring wire for protection. 


Use coupon page 62 
PROJECTION 
UNIT 
HEATER 





No. 503 











4 pow PROJECTION UNIT heater is available either in single 
units or multiple design as illustrated. The heating element 
consists of two extended coils equipped with fins which greatly 


increase the capacity and speed of heating, all contained within a 


Che upper plate is the supporting element, 
and the lower plate is provided with the necessary orifices for 
Motors 
ove the top plate, out of the direct path of the air, 


sturdy metal case 


accommodating the fans and delivering the heated air. 
are mounted al 
on 38-point resilient supports which absorb vibration and motor 
noises The warm upper air is drawn in through the coils, 
heated, and delivered downward at a velocity sufficient to pro 
vide effective heating and diffusion when the unit is mounted 
12 to 30 feet above the floor level, thus clearing all machinery, 
traveling cranes, etc., and simplifying lighting arrangements 
Under certain conditions, the fan alone in opcration supplies 
enough heat by merely recirculating the warm upper air, at the 
same time reducing excessive ceiling temperatures and achieving 
uniformity Che fans are individually controlled, for 
power economy, a 


greater! 
nd the unit is said to be equivalent to blowe1 
types of approximately double the weight. 


Use coupon page 62 


DRINKING 
FOUNTAINS 


No. 504 





NEW LINE OF DRINKING fountains for factory and office 
is made in vitreous china, attractively designed on modern 
and easily-cleaned lines, and mounted above the rim to avoid 
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back siphonage. Shown in the illustration are three models. 





ered The unit at the top is equipped with integral strainer, two bub- 
blers, automatic stream regulators, improved self-closing valves 
and loose key stops. At the lower left is shown a fountain with 
supply and waste fittings concealed in a housing which improves 
the appearance and eliminates condensation. At the lower 
right is a combination unit with bubbler, ice water faucet and 
glass receptor. 
Use coupon page 62 
AIR MOTOR- 
DRIVEN 
AGITATOR 
eee Give 24-Hour Service on 
- 22,000 Repair Parts... 
@ Making possible the instant location 
a handling of thousands of repair parts . . The John Deere plow 
ompany installation is another example of Lyon's ability to handle 
ngle No. 505 widely varied stock and storage problems. 
soi [ew Lyon Engineers have helped many leading industrial organizati 
ome save time and floor space . . . reduce inventory and improve service 
; 5 paves NEW AIR MOTOR drive has been developed for agita Why not discuss your storage methods and needs with a Lyon repr« 
in < See : iat : i i i 
te tors built integral in paint drums. The equipment offers an sentative? You will not be obligated. 
em efficient and sale method of agitating paint in shipping containers LYON METAL PRODUCTS, INCORPORATED 
mn prior to its delivery to the material feed system in the finishing 3311 River Street Aurora, Illinois 
ors 


department. The unit consists of a standard air motor and a re- 


air, ‘ ‘ : : : 

' duction unit. Included are two drivers—one for !/:-inch square : 

LOT in = : . 5 | 

1 and one for °/s-inch square on the agitator shaft. An adapter bed 

11S, 7 , = : ot Se h ss 
with 11/.- and 2!/.-inch straight male thread, and 1!/,-inch female | eC oy (To id 


ro ; s : ; ; : STORAGE EQUIPMENT 
pipe thread to fit the openings in paint drums is also included. | 

ited al cae : ; LYON METAL PRODUCTS, INCORPORATED, Aurora Iilinons 
The unit is portable, and may be transferred from one drum to 








TY, 























a another in a few moments time. The only necessary change is 
> “7 . ~ . 
li to lift on or off the agitator shaft, and connect or disconnect the 
es ; R ie m . . , . 
th air line. The unit will operate from a 1 h.p. or larger air com- Get Better Fractional H.P. 
des pressor, dependent on the speed of agitation required. The speed 
for of the motor is adjustable from 10 rpm up. E LE< y Ri< MO I O RS 
wer Use coupon page 62 + 
Built To Order at Low Cost 
LANTERN 
| 
is 
No. 506 
you will like General Industries fractional horse powe 
. ae iene i low cost they will give depend 
WT S OPERATION en —_ - motors. At satisfactory ne g penc 
: —_ . ee , een oe ee eee ae amen able high-standard performance. Precision built by specia! 
_4 provided by this improved lantern, adapted to many in ists for a generation in manufacturing light electric motors 
dustrial, utility, and railroad uses. The water and carbide Order yours—for automobile and bus heaters—kitchen mixe 
chambers are made of brass, joined by a special inverted thread —juice gg gloat fans—oth eg 
connection to avoid damage during emptying and refilling, and light duty. Reversible types ee oe = it apenas 
a a aa ae t Write us about your requirements. ease specify necessary 
a flare base that gives stabi ity and prevents ipping when t 1¢ voltage, speed and power. 
lantern is set down. It is equipped with porcelain burner tips, 
fice heat-resisting glass lens, safety = vonage Da Sapte M(ENERAL INDUSTRIES CO. 
ern insulated handle (especially V alua le w hen working near thir 3743 Taylor Street Elyria, Ohio 
oid rails or power lines), and positive water feed control 
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Bituminous 


Coal 


MINES: Scalp Level, South Fork, Hastings and La Rayne 
Districts of Penna., and Fairmont District of 
West Virginia. 


| SIZES: Lump — Egg — Nut — Pea — Stoker — Mine 
1 Run—Especially Prepared Coal for Pulverizing. 


CORTRIGHT COAL COMPANY 


| PENNA. BLDG. ONE BROADWAY 
PHILADELPHIA NEW YORK 


K 


BEAVER COAL 


KRO 


DIAL SCALES 
for industry's every need 
~KRORN 


BRIDGEPORT CONN. 



















Speedy and 
Accurate 

Hand Sawing 

is now possible his revolu 


tionary heavy duty hack saw 
frame, drop forged from hard alumi 
num alloy has changed the entire hack 
saw picture Absolutely rigid with 
machine-type blade holders, it holds an 
unbreakable, high-speed-edge blade at ma e 
chine tensions. Double handed grips increase Nea, 
power and accuracy Improved design applies 
power below the line of cutting and prevents the 
blade from sticking in the cut I'ry it and you will be 
satisfied with no other Your dealer will demonstrate 


ARMSTRONG-BLUM MFG. CO. 
‘**The Hack Saw Pec ple’ 
5760 Bloomingdale Ave. Chicago, U.S.A. 


Write fo 
Circular 
















Choose the Chelsea 
Where You Ger 


FROM WITH 

The Most $ MEALS 
For Your 6 AND 
BATH 





When Sales Charts Haunt You “a — 
It’s just a short run to The Chelsea where ame 






recreation and relaxation await your 
coming. Here you'll find everything 
to further your comfort and enjoyment 

spacious sun deck ... airy ocean-view 
rooms .. . superb food . . . varied sports. .. 
entertainment and charming fellow guests. 
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DIAL CALIPER No. 507 


CCURACY TO 1/1000 OF an inch ona direct reading 2-inch 
A dial, is made possible by this newinstrument. A clamping 
slide rides with the moving head along the beam. It is left free 
while making the approximate setting, then tightened for the 
final adjustment of the measuring jaws. The dial pointer is 
geared to a rack laid out on the lower edge of the beam in !/j9 
inch divisions It rotates through one-half turn of 100 calibra- 
tions for each division that the head is advanced, thus giving a 
measurement unit of !/;90 of an inch In reading, the dial re- 
cording is added to the nearest number indicated on the beam 
scale [he beam and stationary head are of rolled steel, with 
hardened points Che sliding head is of German silver. The 
dial and pointer are protected by a flat glass cover Provided in 
three lengths from 10!/2 to 14°/, inches overall, with a measuring 
range of 6 to 10 inches. Weight of the largest size is 141/, 
yunces 


Use coupon page 62 


GRAVITY LUBRICATOR 


No. 508 





gee RESERVOIR IN THIS lubricator is a small glass 
cylinder protected by a perforated metal housing through 
which the quantity of oil in reserve can be seen. It is mounted 
above a sight feed fitting, with a spiral metering pin fitting into 
the outlet Chis pin is set at the factory to deliver the oil at a 


predetermined rate to suit operating conditions—one drop per 


minute, more or less as desired. It is manufactured in two sizes, 
holding 1 and 7 ounces of oil, respectively, and threaded for 
sight feed fittings of 1/s, !/4, or */s inches. The oil supply is re- 


plenished through a fitting at the top of the reservoir 


Use coupon page 62 


DRILL GAUGE 


No. 509 





UICK AND ACCURATE checking of drill points, centering, 
8 angle and length of cutting lips, location and thickness of the 
drill web, is made possible by this new inspection gauge. An ad- 
justable eye-piece is mounted above two gauge blocks with V- 
shaped faces against which the end of the drill is positioned. A 
center line is indicated by the division line between the blocks. 
The gauge may be used with straight shank drills from '/s- to 1/2- 
inch diameter 


PURCHASING 
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DESK LAMP 


No. 510 


HIS DESK LAMP provides thoroughly diffused light, with 
bis bare lamp completely concealed to avoid glare and di- 
rect light. The rays are directed to the white enameled inner 
surface of the metallic shade, where they are reflected and diffused 
over the entire desk surface. It takes lamps up to 100 watt ca 
pacity. Furnished either in the standard design illustrated or 
in clamp-on style for attachment to the edge of the desk 


Use coupon page 62 


~ 





SOCKET WRENCH SET No. 511 


HE WRENCH SET illustrated provides eleven sockets, 

ranging in size from 2'/s to 3!/s inches, with a socket drive 
1!/, inches square. There is a 36-inch handle of stainless steel 
tubing, also 10-inch and 18-inch extensions, which can be used 
with the stub-key handle or with a stub-flex handle where 
there are obstructions interfering with free turning of a nut or 
bolt. The handles and extensions are equipped with compres 
sion plugs and springs which lock them securely in position. The 
socket units are forged of chrome-molybdenum steel, milled to 
size, and finished by cadmium plating. The entire set is packed 
in a metal box, 39 X 8 X S5inches, total weight 102 pounds 


Use coupon page 62 


CABLE RETRIEVER 


No. 512 





ESIGNED TO SUPPLY current for fractional horsepower 


motors which are mounted on moving carriages, or at vari- 
able distances from the source of power, this reel will accommodate 
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IT HEEPS SHIPMENTS 
“SHIP- SHAPE” 


ORANGE CORE SEALING TAPE has speed, stamina 
i - everything it takes to step uy 
production and send shipments safely on their way 
Superior strength, tenacity, and money-saving low prices 
make it the logical choice of leading shippers every 
where. Free sample roll on request. 


ORANGE CORE SEALING TAPE 


MOORE & THOMPSON PAPER CO. 
220 E. 42nd Street, New York City 


stick-to-it-iveness 





Complete line of auto- 
matic riveters for setting 
up to 4 rivets at a time. 


i 






THE RESULT OF THIS 
ENGINEERING SERVICE 


More and more, industry has lear: 

that it pays to take advantage of tl 
engineering service offered by t) 
company. Consultation in che pes 

of assembly design many times results 
in minor changes permitting | 
costs thru standardization, impr 
service and often economies 

multiple rivet setting. Where 

preliminary consultation is not 7 
missible send blue print or 


ably sample assembly for produ 
study and analysis involving t! Fy 
of tubular or split rivets. 


CHICAGO RIVET & MACHINE CO 


2851 S$. S4th Ave., Cicero P. O., Chicag 


ONE OF THE WORLD'S LARGEST MANUFACTURERS 


OF RIVETS AND RIVETING EQUIPMENT 
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YOUR BUSINESS NEEDS THESE 
Me Laurin - Jones PRODUCTS 


McLaurin-Jones Guaranteed Ideal Binding Cloth 
Flat Gummed Papers Ideal Cloth Lined Papers 
Ware Coated Papers and Ideal Gummed Veneer Tapes 


Post Cards Ware Foils 
Ware Gold and Platinum Ware Box Covering Papers 
Papers Ideal Gummed Box Stay 
Ideal Gummed Hollands Ideal Gummed Cambric 
Ideal Photomount Tapes 


Ideal Head Bands Blue Star Sealing Tapes 


McLAURIN-JONES COMPANY 


BROOKFIELD, MASS. Gp 
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BARNES 


Ste Mack Saw 
ADES 


Just try Barnes Blades! Tell us your cut- 
ting problem—let us suggest a blade to 
whip it economically. 


W. O. BARNES CO., INC. 





Detroit, Mich. 











THE HOTEL OF 
THE MONTH 






ALBER 


HOTELS 


You'll get more for your money at Pick Hotels. Spa- 
cious, comfortable rooms. Delicious food and real { 
personal service. All at moderate prices | 

CHICAGO. ILL ..... GREAT NORTHERN HOTEL } 








DETROIT MICHIGAN........- TULLER HOTEL i 
DAYTON. OHIO... .cccseceseces MIAMI HOTEL f 
COLUMBUS. OHIO......... CHITTENDEN HOTEL ; 
COLUMBUS. OHIO........ FORT HAYES HOTEL bed 
TOLEDO. OHIO «. -eseeeeees FORT MEIGS HOTEL as | 
CINCINNATI. OHIO.. FOUNTAIN SQUARE HOTEL a 
CANTON, OHIO ...--cceeeeesees BELDEN HOTEL f 


SOUTH BEND, INDIANA........-OLIVER HOTEL 
INDIANAPOLIS, INDIANA......ANTLERS HOTEL 
ANDERSON, INDIANA...... » ANDERSON HOTEL 
TERRE HAUTE, INDIANA. TERRE HAUTE HOUSE 
ASHLAND, KENTUCKY.......» VENTURA HOTEL 
OWENSBORO, KENTUCKY. OWENSBORO HOTEL 
JACKSON, TENNESSEE. NEW SOUTHERN HOTEL 
ST. LOUIS, MO.ceeeeeees MARK TWAIN HOTEL 
WACO, TEXAS..... ++«+++ RALEIGH HOTEL 











WHENEVER YOU SEE THE WORD PI(}K THINK OF ALBERT PICK HOTELS 
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20 feet of No. 14 4-conductor cable, or 25 feet of Nos. 18, 16 or 
14 2 or 3-conductor cable or Nos. 18 or 16 4-conductor cable. 
Electrical connections are made in the terminal box on the side 
of the reel, and are brought out through a conduit connection at 
the top of the box. It has a rating of 20 amperes at 600 volts, 
and the cable and outlet guide are adjustable to any type of 
mounting and to the cable being handled 


Use coupon page 62 


PORTABLE 
LUBRICATOR 


No. 513 


PRESSURE DELIVERY OF semi-solid lubricants wherever 
needed is provided by this portable unit It includes a 
tank holding 45 pounds of lubricant, a positive displacement 
plunger pump, delivery hose with interchangeable nozzles to 
fit all types of pressure fittings, and a motor drive with extension 
cord. A pressure switch at the nozzle controls the pump opera- 
tion. The entire unit is mounted on a hand truck for maximum 


nt ' 


onvenience and portability 


ELECTRIC 
DRILLS 


No.362H 


No. 514 





| ESIGNED TOR PRODUCTION work where a light weight, 
as drill is required, is this new line of electric drills, 
only 23/; inches in diameter. Their compact design permits close 
quarter drilling in the aviation industry, coach and bus construc- 
tion, furniture factories, radio, electrical and automobile in- 
dustries. The gears are of nickel steel, specially heated; full ball 
bearings; strong aluminum alloy housing. The drills are avail- 
able. in three different speeds for fast drilling in metal, wood, or 
other materials. There are two types—one with on-and-off 
switch mounted in the rear end bell, the other with automatic 
pistol type handle and fully enclosed double-pole switch mounted 


in handle. Either style is available in */\.- or !/;-inch capacity. 


PURCHASING 
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Association News 
(Continued from page 53) 
OCTOBER 25 


Providence— Meeting of the Rhode Island Asso- 
ciation, at the Crown Hotel. Prof. James H. Shoe- 
maker of Brown University, recently returned from a 
trip to the Far East, spoke on conditions in the war 
area of China. George P. Brockway of Southbridge, 
Mass., N.A.P.A. President, was guest of honor at the 
meeting. 


Allentown—Dinner meeting of the Lehigh Valley 
Association, at the Saucon Valley Country Club. 
The meeting, which was the largest regular meeting in 
the history of the Association, was in charge of Paul 
S. Killian, Assistant Purchasing Agent of the Bethle- 
hem Steel Co., who presented a motion picture show- 
ing the construction of the Golden Gate Bridge at 
San Francisco. Short talks were given by Russell C. 
Schaeffer of Easton and Harry Rowbotham of Phila- 
delphia. 

OCTOBER 26 


Tulsa—Meeting of the Tulsa Association. Talk- 
ing motion picture, presented by the Republic Steel 
Corp., showing the manufacture, fabrication and use 
of stainless steel. 


Oakland—Luncheon and factory visit by the 
Northern California Association, at the plant of the 
Moore Drydock Co. 


Waterbury—Meeting of the Connecticut Associa- 
tion, at the Waterbury Country Club. Speaker: 
H. N. McGill, of McGill Commodity Service, ““Trends 
in Purchasing.” 


Indianapolis—Dinner meeting of the Indianapolis 
Association, at the Athenaeum. Following the busi 
ness session, there was a public showing of the Bethle 
hem Steel Company’s motion picture presenting the 
story of the Golden Gate Bridge at San Francisco, 
from the preparatory work for the piers to the com 
pletion of the structure. 


OCTOBER 27 


Erie—Monthly dinner meeting of the Erie Associa- 
tion, at the Venetian Room, O. K. Lunch. Guest 
speaker: Elroy Sherman, general manager of the Ash- 
tabula Corrugated Box Co. 


Seattle—Plant visit of the Washington Association, 
at Fibreboard Products, Inc., Sumner. 


OCTOBER 28 


San Francisco—Luncheon meeting of the North- 
ern California Association, at the Palace Hotel 
Colored motion pictures of a trip to Mexico City were 
presented by Harry F. Kolb. 
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Oakite Cleaning Dependa- 


bility Prevents Production Delays! 


Interruptions in production, slow-downs in operation 

are costly. Dependable cleaning will help you avo 

these costly delays. It is doing it right now in hundred 

of plants where the uniform effectiveness of Oakite ma 

terials is helping keep production high, helping keep un 

costs low. Write us for full information. No obligatior 
Manufactured only by 


OAKITE PRODUCTS, INC., 54 Thames St., New York, N. Y 


Branch Offices and Representatives in all Principal Cities of th 


RITE us, if you 

have heavy weld- 
ing to be done, so 
we can explain how 
efficiently we can 
serve you. It’sa 
Service backed by 
experience in weld- 
ing extremely large 
units, in completely 


modern shops. 


MITH Co. 


York, Pa. 


S. Morncan 
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Reader attention and interest? 


“Hard- - - - see page 8 
Boiled! TO 























NK tr i | terror 
aii realists, the "| ADVERTISING EXECUTIVES 

eae of high-Pre’” 
| 4 i salesmen, —s Don’t let razzle-dazzle, spectacle and the jaun- 
th f: i to all except we diced reports of disgruntled salesmen obscure 
Hi % : advertising -* te the fact that purchasing agents, far from being 
mabey scured by the daz? a mere rubber stamps, are entrusted with the 
i ae of the sales — expenditure of $20,000,000,000—**66.4% of the 
ry: : ment, the ol nation’s entire industrial purchases; that 
Haine sive spectacle *“**45% of purchasing agents have completed 
production. a college education, 33% have engineering 
training and 53% have production -experience; 





that many ‘‘P.A’s” are officers of their com- 


So reads panies; and above all, that they are 


9 potent factors in determining whether 
“TIME’s 


you or your competitor gets the order. 








¢ Agents, And remember that one single publication 





of national scope provides you with an 
alert coast-to-coast audience of purchas- 


ing agents for 7,610 large-scale industrial 
66] | . S, plants. 





purchasins Before you spend another dollar for ad- 
a ents buy vertising in 1938, investigate PUR- 
= CHASING. Write today for a complete 


ohare. 
ni sting a eae 





Bh ‘WNi on analysis of its field, circulation and edi- 
i 20-bi 1 torial background. 
fi h oO 
WwW O Yr t ** U.S. Census of Manufactures 1933 
er _— Survey conducted by National Association of Purchasing Agents, 
O oO ds ; Pp February, 1937 
aor 





yes» \PURCHASING 


11 West 42nd St. New York 
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